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| WILL @ one of the most timely articles 
saren i this month is the presentation of gas 
ackab house heating load characteristics 
eneral & by Constantine Bary—outstanding 
ces expert on rate matters. It is hoped 
pore that Mr. Bary’s comprehensive anal- 
ysis will stimulate more companies 

to collect valuable load research 

PE data. . . . A major portion of this 
NTs, issue is devoted® to promotional 
plans and activities at a time when 

concerted efforts are required to 

mer & 1 meet the demands of a changing 


national market. . . . The scope of 
the automatic gas water heating 



























siiten drive has been broadened and in- 
tensified. Numerous long-range pro- 

be grams are being studied by the 

ef. Association’s General Promotional 
Planning Committee. A new spring 

ind I compaign promoting domestic gas 

the range sales is ready for the open- 
ing push, and a four-day workshop 

: has shown new ways for home serv- 

» Line ice to fit into company and commu- 
nity relations. Proof of wide support 
for the 1949 drive to reduce acci- 

“1TH 10) dent rates is demonstrated dramat- 
ically on the inside cover of the 

KER MONTHLY. . . . Thus the winter 

: a season ends with the industry poised 

' for the most energetic spring sched- 

mpany ule in its history. Sparked by the 

t points powerful Promotion, Advertising 
and Research Program, strenuous 

LONG efforts will be made to attain still 

neral higher levels of service to customers 

= and country. 

you 

upon 

ty ~ 

task 

isor, 

ated JAMES M. BEALL 
EDITOR 

a JAC A. CUSHMAN 

lent MANAGING EDITOR 

im Gas 













EDITORIAL OFFICES: 
AMERICAN GAS ASSOCIATION 
420 LEXINGTON AVE., NEW YORK 17, N.Y. 








CONTENTS FOR MARCH 1949 





FEATURES 














A. G. A. SPURS WATER HEATING DRIVE . SN tes 3 
HUMAN RELATIONS—FORGOTTEN FRONTIER—by Louis Ruthenburg 5 
COMMITTEE CLOSE-UP 7 
WORKSHOP SHOWS NEW ROLES OF HOME SERVICE 8 
CHARACTERISTICS OF THE GAS HOUSE HEATING LOAD— nis Con- 
stantine Bary. . . ‘ 12 
GAS CLOTHES DRYERS POSE A CHALLENGE—by Mary N. Holl . . 17 
EVALUATION OF GAS-OIL SIMPLIFIED . . ....... 19 










NEW DRIVE TO PUSH RANGE SALES . 
SALES MEETINGS THAT CLICK—by J. Wilson Gaw 














SECTIONS 


ACCOUNTANTS READY FOR DETROIT ee a ae er 
CONFERENCE PROGRAM COMPLETED (INDUSTRIAL & COMMERCIAL) 27 


PRACTICAL FACTS ABOUT SINGLE-POINT IGNITION— Sai Frank H. 
Trembly, Jr... 30 


DISTRIBUTION BIRTHDAY PLANNED . 



















DEPARTMENTS 


INDUSTRIAL RELATIONS ROUND-TABLE . 
INDUSTRY NEWS 
OBITUARY 
PERSONAL AND OTHERWISE . 
ASSOCIATED ORGANIZATION ACTIVITIES 
CONVENTION CALENDAR 
PERSONNEL SERVICE 



























THE MONTHLY IS INDEXED BY THE INDUSTRIAL ARTS INDEX 


VOL. 31 NO. 3 


®@ Subscription $3.00 a year - Published eleven times a year by the American Gas 
Association, Inc. Publication Office, American Building, Brattleboro, Vt. Publication is 
monthly except July and August which is a bi-monthly issue. Address all communica- 
tions to American Building, Brattleboro, Vermont, or to 420 Lexington Ave., New York 
17, N. Y. All manuscript copy for publication should be sent to the editorial offices in 
New York. The Association does not hold itself responsible for statements and 
opinions contained in papers and discussions appearing herein. Entered as Second 
Class Matter at the Post Office at Brattleboro, Vermont, Feb. 10th, 1922, under the 
Act of March 3, 1879. Cable addresses: American Gas Association, ““Amerigas, New 
York”; American Gas Association Testing Laboratories, ““Amerigaslab, Cleveland.” 





































































A.G.A. spurs water heating drive 





- rom coast to coast the gas industry 

- PAR activity Pi rolling up its sleeves and going 

out to sell automatic gas water heaters 

| and automatic gas water heating as it has never sold them be- 

fore. The million-dollar drive will gain full momentum be- 

ginning May 7 with the appearance of a four-color, two-page 

advertisement in the Saturday Evening Post sponsored by the 
American Gas Association. 

During 1949, the Association will devote $110,000 of its 
advertising budget for the year to publish four-color adver- 
tisements on automatic gas water heaters. This amount is in 
addition to approximately $600,000 to be spent on extending 
the coordinated automatic gas range campaign that proved so 
successful in 1948. The pretested copy in the A. G. A. water 
heating advertisements will feature themes based on results 
of a survey completed for the Association by Elmo Roper. 
Basic sales appeals indicated by that survey are automatic fea- 
tures, dependability, economy, cleanliness, the superior fuel- 
gas, and construction. 


Dominant space and color, striking art and hard-hitting 
copy will characterize the water heater campaign, coordinated 
with the greatest water heater promotion and sales contest 
ever staged by water heater manufacturers under auspices of 
Gas Appliance Manufacturers Association. With two mil- 
lion automatic gas water heater sales as the goal, with $70,- 
000 in prizes including two Buick sedans, and with all gas 

“utility companies, distributors, dealers and LP-gas operators 
_ backed up by 23 leading water heater manufacturers, the ad- 
Wettising program will coincide with heavy point-of-sale pro- 
Motion throughout the year. 
| Page advertisements, following the opening A. G. A. spread 
in May, will appear in June issues of American Home, Better 
Homes & Gardens, and House Beautiful; in the September is- 
of Better Homes & Gardens; in the September 17 Saturday 
Evening Post; and in the October issue of House Beautiful. 
‘total impressions will be 18,000,000. 
+ The opening advertisement in the Saturday Evening Post 
will feature an original New Freedom Gas Kitchen—laundry 


combination. The main heading will be ‘Transforms Your 
Whole Way of Living for Only a Few Cents a Day.” The sec- 
ond advertisement will be entitled “Now! A Million Dollars 
Worth of Convenience for a Few Cents a Day!” The third and 
last insertion has not been completed. The copy in all adver- 
tisements will stress the most effective competitive selling 
points automatic gas water heaters have to offer. Promotion of 
the lead-off advertisement in the Saturday Evening Post among 
40,000 water heater dealers and among all member companies 
of the Association is planned by the National Advertising 
Committee. 

Twenty-three leading water heater manufacturers through- 
out the country will spend an estimated $450,000 in na- 
tional consumer magazine advertising, while local advertis- 
ing by gas utilities, distributors, dealers and LP-gas companies 
will bring total expenditures to more than one million dol- 
lars. During the campaign, for the first time, national adver- 
tising by A. G. A. and manufacturers will approach parity 
with that of electric water heater manufacturers. 

As another indication of the emphasis which the Associa- 
tion is placing upon automatic gas water heating, the A. G. A. 
Residential Gas Section is organizing a new gas laundry 
equipment committee to help promote increased sales of auto- 
matic gas clothes dryers. Plans to initiate this new group are 
a direct result of a gas industry sales and promotional survey 
which indicated that 100 gas companies comprising more 
than 914 million meters are currently promoting automatic gas 
clothes dryers. 


In one area alone, the Pittsburgh Group companies in The 
Columbia Gas System, Inc., are employing 298 salesmen to 
sell gas-fired clothes dryers. Reports from eight sales districts 
show that the companies reached 99.3 percent of their sales 
quota in a vigorous, old-fashioned gas appliance sales cam- 


- paign conducted for this new product during October and 


November 1948. 

The Association’s gas laundry equipment committee is ex- 
pected to meet in the spring to prepare a nationwide gas 
laundry dryer sales and promotional campaign. Committee 


4 Four million gallons of water in giant gas holder of The Cincinnati Gas and Electric Company 
make a small “lake” for inspection crew during regular ten-year servicing. Photo by C. ¥. Ewald 















membership will consist of a gas com- from utilities to date that the first broad- dividual sales contests for salesmen »& 
pany sales executive as chairman, in addi- side was exhausted one month after the dealers. A mat service of newspaper ad. 
tion to gas company sales executives from contest started. vertisements, featuring the new “Coury 
utilities which have been active in pro- The “Court of Flame” promotion cam- of Flame’’ symbol of quality will be ip 
moting automatic gas clothes dryers. paign is designed not only to promote gas cluded in addition to prize catalogue 
Other members will include representa- water heater sales through all types of window display pieces, sound slide films 
tives of the major gas laundry dryer outlets, but also to acquaint dealers and and other promotional aids. 
manufacturers, the Gas Appliance Manu- customers with the need for larger sized Due to the fact that several utilitie 
facturers Association, and home service. automatic gas water heaters to supply the have indicated a desire to register (thei 
Early returns from the Gas Appliance increased demand for hot water created _ respective districts or divisions) for com. 
Manufacturers Association indicate that by automatic gas clothes washers, dish- petition in the “Court of Flame’’ cam. 
water heater manufacturers are alert to washers, and the growing appreciation paign, and to enable them to compet 
the waiting market in this field and are and demand of the public for ample sup- according to the number of meters which 
making strong efforts to make this an out- _ plies of hot water in the home. these districts and/or divisions sere 
standing sales year for automatic gas On or around March 5, a comprehen- rather than as one consolidated Sroup, 
water heaters. Stanley C. Gorman, sales _ sive, practical portfolio will be supplied the following modifications have bee 
promotion director for the “Court of to all gas utilities with further details » made in the one rules: 
Flame” automatic gas water heater sales and suggestions for local tie in with the ‘You may register your compa ¥ 
campaign, reports that the drive has re- national effort. This portfolio will con- °° eplheudigethaprundiaperdbine: — 


: : , oe hiby i or you may elect to enter your dj 
ceived so much support and enthusiasm _ tain plans for utilities to set up their in- rervicggnd. be ) cubes yom 
tricts and/or divisions individually «& P 


cording to the number of meters in each 
of these separate districts or divisions. If 
you choose the latter course, you then 
compete for the “Court of Flame 
trophy award with other utility com 
panies on the basis of the meters servei 
by these individual districts and/or di 
visions. 

“If you elect to enter your compan 
by districts and/or divisions, be certain} By 
to fill out, and mail to us, a registration 
blank, or advise us by letter, detailing§ p,, 
each of your districts and/or division. § 4. 
Advise your salesmen of the districts in 
volved and have them designate their 
district, corresponding to your notific- 
tion to us, on each tag which they fil 
out and mail to us to assure proper prize ()' 
award credits on our records.” 

“Like the tortoise and the hare we can Beg 
not tarry for a moment to take a nap les hav 
our competition, like the tortoise, my§ ' 
easily slip past us and win the sales rac hu 
in 49,” Mr. Gorman stated. age 








For 





“Some very interesting figures wet = 
developed recently, throwing light o i 
the number of companies manufacturing they 
water heaters for both fuels, gas aR ji 


electricity. Seventy-two manufactures® ¢., 
make approved gas water heaters of y 
which 11 make electric heaters al0§ the 
There are 60 other manufacturers who to . 
make electric water heaters exclusively. § lem 

“Consider these figures. In 193% bee 
500,000 gas automatic water heaters wert § voli 
sold, and in this same year 102,00 mar 
electric storage water heaters were soli dev 
—a ratio of five to one in favor of gus § pot 


In 1948, 1,800,000 automatic gas watet fute 
An increasing volume of advertisements such as this one by Southern California Gas Company oe, utomatic ga 


and Southern Couniies Gas Company is cted to feature automatic gas water heating in 1949 heaters and (Continued on page 31) _Ph 
Stan 
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“The best way to learn 


about mankind ts to study man” 


Human relations— 
forgotten frontier 





By LOUIS RUTHENBURG 


President, Servel, Inc., 
As told to Larston D. Farrar 
ForBES Magazine of Business 


n the basis of 30 years in industry I 
0 am sure that, if I had known at the 
beginning what I know now, I would 
have spent much more time and energy 
on the problems of human relations. By 
“human relations” I mean labor-man- 
agement relations, a study of why men 
act as they do—either singly or in 
groups, both for good and evil—in and 
out of my plants; human relations as 
they impinge on every facet of produc- 
tion and as every factor in the plant af- 
fects them. 

A great scholar once remarked that 
the best way to learn about mankind is 
to study man. Basically, the big prob- 
lems we have faced in industry have 
been, are, and will be the problems re- 
volving around man’s relationship to 
man. Great scientific and engineering 
developments lie ahead. No doubt the 
potentials of material progress in the 
future are greater than those of the past; 


Photo at top of this page by Collier, courtesy 
Standard Oil Co. (New Jersey). 
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but these potentials will come to naught 
unless we make tremendous strides in 
the solution of fundamental problems in 
the field of human relations. It is the 
important unexplored frontier of our 
time. 

A young man, just starting up the 
ladder of success, can be aware of no 
more important problem. He should 
keep human relations in mind as much 
as new inventions, new marketing tech- 
niques, or the winning of a profit. 

If there be industrialists who think 
they can be isolationists and can wash 
their hands of general social, political, 
and economic problems by simply treat- 
ing their own workers fairly, let them 
ponder what has happened in many a 
nation enveloped with totalitarianism. 
Every industrialist has a responsibility 
not only to keep his own house in order, 
but to contribute ideas, energy, and 
whatever he has to offer in the larger 
fight for freedom and education and en- 
lightenment all over America—and, in- 
deed, all over the world. 

We industrialists have perfected the 
mechanical techniques of production. 
These, we have seen, could be used as 
readily in Moscow as in Chicago. We 
have been able to set up bookkeeping 
organizations that can tell us in ten 
minutes the net worth of our com- 


panies; we have been able to install 
material controls and inventory controls 
sufficient to keep check on every last 
spare part in any of a dozen, or a hun- 
dred, far-flung factories. But these 
things can be duplicated in any land, 
whether free or filled with slave-labor. 

We have not learned how to win the 
confidence of our workers, who may 
doubt everything we say. Many of them, 
as we know well, act not on what we 
urge, think not on the things we hope 
they will but act and think on what they 
are told by leaders determined to wreck 
our business, and our American system. 

We have learned much about proces- 
ses that will prevent materials from de- 
teriorating under extremes of hot or cold 
weather. But we have not learned any- 
thing at all, relatively, about techniques 
that will keep men from allowing their 
minds to be subjected to decadent eco- 
nomic thinking. We have learned how 
to make steel so hard as to defy any 
kind of punishment to which it could 
be put. 

But we have failed in developing pro- 
grams that will make our employees, of 
their own will, stand unitedly and fight 
against either man or philosophies that 
wreck their faith in America, could 
wreck the industry that has given them 
life and succor, (Continued on page 29) 











Kitchens, and home laundries which will be prepared for gas industry 
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BS Ne }) F oe Ps F. W. Williams (left), L. M. Feigel, Stanley Hobson and C. H. Horne stud 
ee H plans for four booklets on gas ranges, water heating, New Freedom & 


} Be 
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H. P. Morehouse (left), H. Carl Wolf, F. X. Mettenet, C. C. Barnes and 
old Massey, exchanging ideas to be used in portfolio which will anno 
the gas industry's new campaign promoting automatic gas water hec 


Chairman Cuthrell (left); and Charles W. Person (right), with J. J. Quinn 
who reported a continuing large volume of local tie-in advertising by member 
utilities, manufacturers and dealers backing the Gas Has Got It campaign 


Harold Massey, L. M. Feigel and J. J. Quinn examining novel slide rule 
for sizing of gas water heaters. The A.G.A. Water Heating Committee 
received authorization to prepare 50,000 of these rules for the industry 


R. M. Perkins (left), R. J. Vandagriff, F. T. Rainey and R. A. Malony ex- 
amining new film strip “How We Get Our Gas.” An expenditure was voted 
for two strip films on ranges and hot water uses to be shown in schools 


Informal interplay of ideas between sessions. Groups such as this one took 
advantage of short breathing spells to discuss further some of the major 
items which were presented at the meeting and endorsed in principle 


H. Vinton Potter and John W. West, Jr., discussing results of the gas 
water heating survey with Mr. Cuthrell. The gas industry will launch 
a million-dollar automatic gas water heating campaign later this spring 
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Ommittee close-up 


General Promotional Planning 


group builds a long-range program 


- n unusually active promotional pro- 

A PAR activity A gram for the remainder of 1949 and 

early part of 1950 received the go-ahead 
signal during a recent meeting of the Association’s General Pro- 
motional Planning Committee at A. G. A. headquarters in New 
York. It was the group's first meeting of the new year. 

Spurred in its discussion by Chairman H. H. Cuthrell, an 
impressive array of talent from utilities and manufacturer com- 
panies put the finishing touches on a half dozen new or ex- 
tended campaigns and scheduled an even larger number of 
plans for further study. 

Before the group adjourned, J. J. Quinn, chairman, Na- 
tional Advertising Committee, made an eloquent plea for 
closer tie-in between work of the Residential Gas Section and 
the national advertising program. 

A small mountain of notes, together with committee action 
on 23 separate proposals, attested to the fact that the promo- 
tional “eyes, ears and brains’ of the industry are acutely aware 
of the buyers’ market and heavily armed to meet its challenge. 
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Time out for lunch. Then back to the board room to plan and budget 
a two-year industrywide program so that incoming committees will 
have a good head start and be able to continue “where we left off” 











Workshop shows new 
roles of home service 








A’ outstanding training and refresher 
course which vividly illustrated the 
wide variety of home service operation, 
headed the American Gas Association 
Home Service Workshop held at the 
Hotel Statler in Cleveland, January 24- 
27. Nearly 200 home service representa- 
tives from 31 states attended the four- 
day session and of these approximately 
three quarters were newcomers to the 
workshop. 

A broad range of subjects were in- 
cluded on the program which was ar- 
ranged by the American Gas Association 
Home Service Committee under the di- 
rection of its chairman, Eleanor M. Mor- 
rison, home service director, Michigan 
Consolidated Gas Company. 

Featured topics included food and 
equipment demonstrations; research, 
servicing and installation of gas equip- 
ment. A refresher course was given in 
home service organization, along with 


Some of the workshop leaders of Wednesday afternoon controlled discussion 
groups: (Left to right) Evelyn M. Kirkpatrick, Boston, Mass.; Irene L. Muntz, 
Rochester, N. Y.; Mrs. Helen Reilly Clark, Newark, N. J.; Mrs. Alta B. 
Weymuller, Omaha, Neb., and Mrs. Mary Belle Burnett, Cincinnati, Ohio 


comments by speakers from outside the 
gas industry on techniques and news con- 
cerning the development of new products. 

Opening talk on sales and promotion 
was given by R. J. Vandagriff, general 
sales manager, The Laclede Gas Light 
Co., St. Louis, Mo., on “It’s Up to You.” 
Setting the theme for the conference, 
Mr. Vandagriff outlined the major re- 
sponsibilities of home service depart- 
ments and stressed the need for their 
representatives, as the chief customer 
contact of gas utilities, to understand all 
the policies and plans of their respective 
managements. 

It is vitally important, he added, that 
the industry be sold on the importance 
of home service work. 

‘“. .. our home service departments 
and sales departments must work to- 
gether. Modern engineering science has 
completed a tiny blue flame and turned 
it into an indispensable household ser- 


ad 





and Jane Schleicher, Cleveland, Ohio; Edward} 


vant, a helper that is clean, dependable 
and economic. Together our home serv. 
ice department and sales department ax 
seeing to it that that tiny blue flame j 
burning in more and more homes. 

As guest speaker at the luncheon m 
Monday, Hugh H. Cuthrell, vice-pres. 
dent, A. G. A. and The Brooklyn Unio 
Gas Co., pointed out the opportunities 
for home service to fit into company and 
community relations. Friendly relations 
with customers, now are more important 
than ever before, he said, since many 
lush markets have disappeared ané 
trends of consumers desires again mus 
be followed. As chairman of th 
+. G. A. General Promotional Plannin 
Committee, Mr. Cuthrell described th 
important part home service departments 
can play in the gas industry's coordi 


Workshop speakers: (Seated, left to right) Mrs. Mary N. Hall, Elizabeth, 
N. J.; Elizabeth J. Lynahan, Chicago, Ill.; Mary Elizabeth Huck, Columbu, 
Ohio; (standing, reading from left to right) Ruth Sheldon, Washington, 
D. C.; Mildred R. Clark, Tulsa, Okla., and Shirley Fergert, Witchita, Kansm 
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Head table at workshop opening luncheon: (leh 
to right) Jessie McQueen, A.G.A.; Karl Emmerling 
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Nelson, Rochester, N. Y.; Elizabeth J. Lynahan, Chicago, Ill.; 
Robinson, Cleveland; Eleanor Morrison, Grand Rapids, Mich.; Hugh H. 
Cuthrell, Brooklyn, N. Y.; Mildred R. Clark, Tulsa, Okla.; R. J. Vandagriff, 


nated promotional, advertising and re- 
search program. 

“I know of no other industry that can 
offer as much opportunity to those who 
want to use their creative abilities and 
imagination. Home service today, as a 
vital part in the promotional plan of the 
utility, is facing its greatest challenge. 
What you make of it is up to you.” 

] French Robinson, president, The 
East Ohio Gas Co., and a past president 
of A. G. A., extended an official wel- 
come to the members, remarking that the 
workshop conferences are helpful in ex- 
changing information on home service 
operation and spreading knowledge of 
gas industry operations. 

The purpose of the A. G. A. Testing 
Laboratories was described briefly by 
E. L. Hall, director, who then invited 


Symposium speakers: (Seated, 


left to right) Jane Schroeder, Minneapolis, Minn.; 


. 
—_ 4, 
7 e 
a 


<_~ 


. 
* 


J French 


the delegates to view laboratory opeta- 
tions and equipment testing procedures. 
The majority of the delegates accepted 
Mr. Hall’s invitation and made a first- 
hand inspection during two afternoons 
allotted for that purpose. 
Techniques—The “home call,” as the 
basic activity of the home service pro- 
gram, was analyzed by Mary Elizabeth 
Huck, The Ohio Fuel Gas Co., who 
listed benefits to the customer—to the 
company—and to the home service 
worker. She showed that in the study of 
one typical sales follow-up call, the ex- 
planation and discussion totaled 69 bene- 
fits to the customer and 48 benefits to the 
company. Miss Huck summarized bene- 
fits which, as a result of good service on 
equipment, created a friendly relation- 
ship between company and customer. 


Nell Read, San 


Antonio, Texas; Claudess Brad!ey, Pontiac, Mich.; Mrs. Florence Neely, Baltimore, Md.; (standing, 


left to right) Harriette Lundberg, Muskegon, Mich.; J Mont y, Columb 





, Ohio; Julia 


Hunter, Dallas, Texas; Vanna Mershon, Clinton, mo and Flora Dowler, Pittsburgh, Pennsylvania 
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St. Louis, Mo.; Dorothy Jones and W. G. Rogers, Cleveland; 
Muntz, Rochester, N. Y.; Edwin L. Hall, A.G.A. Testing Laboratories; Gladys 
B. Price, Los Angetes, California. Approximately 200 people attended 


irene L. 


“How to Build a Demonstration’”’ was 
developed by Gladys Price, Southern 
California Gas Co., Los Angeles. She de- 
clared that a blueprint for demonstra- 
tions must be: (1) sales slanted; (2) 
geared to the type of audience for whom 
it is to be given, and (3) have all details 
mastered prior to the demonstration. 

There is a definite analogy, she said, 
between building a house and building a 
demonstration. Both need blueprints, a 
builder, imagination, cooperation and 
considerable investment. 

“Regardless of the pattern . . . the 
sales promotion must be made to fit to- 
gether so the audience gets a picture of 
ease, convenience, smoothness and educa- 
tion all at the same time. Your audience 
should leave your demonstration so subtly 
sold that you have created the desire to 
purchase.” 

A helpful over-all picture of demon- 
stration possibilities can be obtained, 
Miss Price stated, from the A. G. A. 
booklet, ‘‘Home Service Serves the Com- 
munity.” 

The “how” of the demonstration was 
presented in two parts—a demonstration 
by Shirley Fegert, The Gas Service Co., 
Wichita, Kan., in a “Gay Nineties 
Cook Book Review,” and the importance 
of the food display in a demonstration 
conclusion by Mary Jean Apt, The Gas 
Service Co., Mission, Kansas. The dra- 
matic story told as a part of food prepa- 
ration in modern equipment, and the ef- 
fectiveness of the final food product as a 
sales tool, were presented convincingly by 
these two home service directors. 

Two workshop discussions covered 
the preparation of home service lit- 
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R. J. Vandagriff, St. Louis, Mo., delivering 
address which set the theme for the conference 





Jane Schleicher (left), Cleveland, and Jessie Mc- 
Queen, A.G.A., were in charge of arrangements 





Edward J. Nelson, Rochester, N. Y., who discussed 
the fundamental importance of the gos burner 


10 





erature for use in demonstrations and in 
home calls, and in general publicity 
from the department. Mrs. Florence La- 
Ganke Harris, home economics editor, 
The Cleveland Press, described the 
“tricks” of the trade in a paper entitled 
“The Pen and Pencil Side of Home 
Service."’ She supplied pointers on how 
best to prepare publicity and how to ex- 
plain equipment in writing. 

H. Vinton Potter, A. G. A. coordina- 
tor of promotion, in a discussion “Paper 
and Ink Ideas” gave basic information 
concerning the selection of paper stock, 
illustrations and final layout for depart- 
ment literature. 

The effectiveness of adequate records 
and reports—their sales significance, and 
their value in organization and under- 
standing of home service operation was 
pointed up by Mildred Clark, Oklahoma 
Natural Gas Company. She illustrated 
her talk with examples of records and 
reports currently employed by a number 
of companies, and her presentation was 
given as a progress report on the work 
of the Home Service Committee this 
year. The general summary will be avail- 
able at the end of the Association year. 

Presenting gas appliances—The Use 
of Gas in its Equipment,” a subject de- 
veloped by E. J. Nelson, laboratory direc- 
tor, Rochester Gas and Electric Corp., 
pointed up the basic importance in the 
gas industry of the gas burner. He dis- 
cussed the atmospheric gas burner as the 
heart of the gas appliance, describing its 
construction and its utilization of gas in 
detail. Mr. Nelson used slides to give the 
home service audience a thorough under- 
standing of this fundamental feature in 
the industry. 

“The Promotion of the Gas Laundry 
Dryer’ was the subject presented by 
Betty B. Olson, director of home eco- 
nomics, Hamilton Manufacturing Com- 
pany. She outlined the part home service 
can play in a program of consumer edu- 
cation on the use of the laundry dryer, 
and pointed up the importance of a good 
home demonstration. Further evidence 
of the value of home service as a sales 
tool in promoting the laundry dryer was 
outlined by Mrs. Mary Hall, Elizabeth- 
town Consolidated Gas Co., Elizabeth, 
N. J., who reported on a customer re- 
action survey of 270 gas clothes dryers 
in the area served by her company. Mrs. 
Hall’s talk is reprinted in this issue of 
the MONTHLY. 

“The Use of the Gas Refrigerator” 
was presented in skit form by Servel, 






Inc. with the parts played by Marth 
Carnes, director of the homemaker’s jg. 
stitute, assisted by LaVerne Heady ang 
Janet Nauman. A lucid explanation of 
the home call was the core of this pres 
entation. 

“What's Cooking in Commercig 
Equipment” was the subject developed 
by John J. Bourke, director of A. G. A 
Commercial Gas Cooking Promotion, 
Slides were used to explain the feature 
of heavy-duty equipment which could 
serve as background information fg 
home service contacts with community 
dietitians and school lunchroom map. 
agers. 

Techniques of gas promotion were i} 
lustrated further by the showing of two 
films,—‘“The Secret of Hot Wate 
Magic,” a slide-film in color produced 
by the Pacific Coast Gas Association, and 
the colored film ‘““The Wayward BTU," 
produced by Owens-Corning Fiberglas 
Corporation. This latter film was pre. 
sented by W. Whitney Koenn, manage 
of appliance sales. 


Home service underway 


Accounts of activities from nine utility 
companies centered in a symposium of 
short reports for the benefits of the 
many home service women who had come 
to the workshop for ‘“‘new ideas.” The 
subjects discussed were: ‘“Teen-Age Ex. 
hibit,” ‘Home Service Community- Wise; 
“Neighborhood Cooking Schools,” “A 
Foods Demonstration—Circus Style,’ 
“Platter Patterns,” “Pink Teas for 
Teachers,” “Drawing a Plan,” ‘““A Home 
Service Scholarship,” “P.T.A. Programs.” 

Participating were: Flora Dowler 
The Manufacturers Light & Heat Co, 
Pittsburgh, Pa.; Jeanne Montgomery, 
The Ohio Fuel Gas Co., Columbus, 
Ohio; Mrs. Florence Neely, Consoli- 
dated Gas, Electric Light & Power G, 
Baltimore, Md.; Nell Read, City Public 
Service Board, San Antonio, Texas; 
Harriette Lundberg, Michigan Consoli 
dated Gas Co., Muskegon, Mich; 
Vanna Mershon, Oklahoma Natural Gas 
Co., Clinton, Okla.; Claudess Bradley, 
Consumers Power Co., Pontiac, Mich. 
Jane Schroeder, Minneapolis Gas ©, 
Minneapolis, Minn. ; Julia Hunter, Lone 
Star Gas Co., Dallas, Texas. 

“How to Answer Large Quantity Re 
quests” was the subject given to Ruth 
Sheldon, Washington Gas Light @, 
who gave the answers on this frequent) 
requested information. Her paper if- 
cluded a bibliography of source materi 
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for use in this service to representatives 
of women’s clubs, church and P.T.A. 
groups which need quantity information 
for club meetings. 

An important part of the program was 
the opportunity to participate in a 
Wednesday afternoon session of con- 
trolled discussion groups. Leaders in the 
eight groups were: Mrs. Helen R. Clark, 
Public Service Electric & Gas Co., New- 
atk, N. J.; Ruth Severson, The Peoples 
Natural Gas Co., Pittsburgh, Pa.; Mrs. 
Mary Belle Burnett, The Cincinnati Gas 
& Electric Co., Cincinnati, Ohio; Vivian 
Marshall, New Orleans Public Service 
Inc, New Orleans, La.; Mrs. Loretta 
Johnson, Tide Water Power Co., Wil- 
mington, N. C.; Mrs. Kathryn Johnson, 
Rockland Gas Co., Inc., Spring Valley, 
N. Y.; Mrs. Alta B. Weymuller, Metro- 
politan Utilities District, Omaha, Ne- 
braska; Irene Muntz, Rochester Gas & 
Electric Corp.; Evelyn Kirkpatrick, Bos- 
ton Consolidated Gas Company, Boston, 
Massachusetts. 


Extra dividends 


Elizabeth J. Lynahan, The Peoples 
Gas Light & Coke Co., luncheon speaker 
on Tuesday, gave an interesting review 
of progress of the A. G. A. Career Rec- 
ords “Home Economics for Me,” which 
are doing an effective job as the indus- 
trys contribution to the recruitment pro- 
gram for home economists. More than 
75 sets of records have been purchased 
by gas companies. Educators have ac- 
cepted the records as a teaching tool, 
and they have met with the approval of 
ptofessional associations such as the 
American Home Economics Association 
and the American Dietetics Association. 

Members of the workshop were 
brought up to date on new develop- 
ments in food products and utensils by 
tepresentatives of the food industry. 
“A Baking Pan Survey’ was presented 
by Janette Kelly, General Mills, Inc., 
Minneapolis, and “Cooking Fats—Their 
Use in Baking and Frying” by Lydia 
Cooley, Proctor & Gamble Company in 
Cincinnati. 

“Time and Motion—In the Kitchen” 
was delivered in an interesting fashion 
by Ruth Beard, instructor in the equip- 
ment department, school of home eco- 
nomics, Ohio State University. Miss 
Board illustrated the time-saving feature 
in selection of kitchen equipment and 
utensils, and in a series of charts showed 
ten principles of time-and-motion sav- 
ing. Three of these were: (1) Make one 
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task out of two or more; (2) Use the 
best tool; (3) Make both hands work. 

Members of the Program Committee 
who presided at the various sessions of 
the workshop were as follows: Jane 
Schleicher, The East Ohio Gas Co.; 
Irene Muntz, Rochester Gas & Electric 
Co.; Mildred Clark, Oklahoma Natural 
Gas Co.; Elizabeth Lynahan, The Peo- 
ples Gas Light & Coke Co.; Eleanor 
Morrison, Michigan Consolidated Gas 
Co., and Jessie McQueen, American Gas 
Association. 





Social hours following each day's ac- 
tivities were sponsored by the equipment 
divisions of the Gas Appliance Manufac- 
turers Association, and planned by 
James I. Gorton, director of “CP” pro- 
motion. The first day’s social was spon- 
sored by the gas laundry dryer division 
through Bendix Home Appliance Com- 
pany and Hamilton Manufacturing 
Company. The second was sponsored by 
manufacturers of automatic gas ranges 
built to “CP” standards, the third by the 
refrigerator division through Servel, Inc. 


Delegates from New England: (Left to right) Paula Zambarano, Providence, R. !.; Geraldine A. Foley, 


Pawtucket, R. I.; 


Marjorie P. Wheeler, Woonsocket, R. 


1, and Evelyn M. Kirkpatrick, Boston 


Representatives from the South who attended the workshop: (Seated, left to right) Sue Herndon, 


Little Rock, Ark.; Nell Read, San Antonio, Texas; Thelma Hol 


y- Ala.; Mildred 





R. Clark and Mary K. Farnen, Tulsa, Okla.; (standing, left to right) .* Clara L. Irby and Frances 
E. Griffith, Houston, Texas; Vanna Mershon, Clinton, Okla., and Ann Mahoney, Tulsa, Oklahoma 

















nego transmission, distribution, and particularly rate 
men will benefit from a more accurate knowledge of the 
amount and the time that customers use gas. In fact, man- 
agerial decisions under present day conditions require cor- 
rect information on the present and potential make-up of our 
gas load. In 1947, the Special Committee on Economic and 
Market Research Needs of the Gas Industry reported to the 
Executive Board of the American Gas Association its conclu- 
sion that “it would be impractical to conduct sound economic 
surveys of the cost of serving present and future house heat- 
ing loads because of the absence of demand, load factor 
and consumption data of various domestic gas appliances 
... “ In 1948, the Rate Committee issued its “Report on 
Customer Load Characteristic Study” which describes methods 
of conducting load tests. The A. G. A. Rate Committee en- 
dorses and recommends to the industry Mr. Bary’s article as 
the most complete presentation to date of the load char- 
acteristics of gas house heating. This paper was presented 
February 16, 1949 at a meeting of The Metropolitan Gas 
Heating and Air Conditioning Council in New York and be- 
fore that at the 1948 annual meeting of The Pennsylvania 
Gas Association. It is hoped that this article will stimulate 
more companies to collect load research data which is of 
such vital importance today. 
—Robb Quinby, Chairman, A. G. A. Rate Committee 
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ince the end of World War II, the 
S use of gas for house heating in ter- 
ritories served by manufactured gas 
utilities has emerged from the pre-war 
status of a service which could be af- 
forded by a relatively few people, gen- 


erally the well-to-do, to one which is 
being sought and demanded by many 
people in all walks of life. 

This metamorphosis has been due in 
part to the rapid increase in prices of 
other fuels, especially since the war, 


By CONSTANTINE BARY 


Rate Research Engineer* 
Philadel phia Electric Co. 
Philadelphia, Pa. 


with the accompanying dislocation @ 
the competitive relationships in th 
price structure between them. It hy 
been due in part to changed relation. 
ships in the “first cost” of differen 
fuel-burning installations; in part t 
the scarcity and deterioration in quality 
of solid and liquid fuels, and in part t 
increasing public consciousness of th 
advantages of gas house heating. 

Rapidly increasing demand for this 
service since the pre-war period hy 
had a profound effect upon the requite 
ments of gas production and deliven 
facilities, operation and economics of 
service supply throughout the gas in 
dustry, which in turn has been accom 
panied by a change in attitude ani 
thinking of engineers, operators and 
managers of gas utility systems. 

The economic significance of load 
factors and coincidence factors has a. 
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ILLUSTRATIVE 
PRODUCTION DEMAND FOR COLDEST AVERAGE WEEKDAY, 
ANNUAL AND MONTHLY CONSUMPTIONS 
OF THREE TYPES OF RESIDENTIAL GAS CUSTOMERS 









A-LIGHT USE CUSTOMER (RANGE ONLY) 
B-MEDIUM USE CUSTOMER (LIGHT USE PLUS AUTOMATIC WATER HEATER) 
C-MEAVY USE CUSTOMER (MEOIUM USE PLUS HOUSE HEATER) 










PRODUCTION DEMAND FOR 
COLDEST, AVERAGE WEEKDAY 
OF AN ANNUAL PERIOCO 


MONTHLY OCIS TRIBUTION 
ANNUAL CONSUMPTION 
FOR NORMAL DEGREE- DAYS 
600 ;§—— 
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quired added im- 
portance in the 
supply of gas 
service, to an ex- 
tent which in the 
past has not been 
demanded by the 
service hereto- 
fore rendered. 
Why ? Because of 
the relative size 
of the house 
heating load and because of its vastly 
different load characteristics from those 
experienced in the past by the residen- 
tial class of service for the operation of 
ranges, water heaters, and a relatively 
small number of refrigerators and 
other miscellaneous appliances. 

Chart 1 illustrates a comparison of 
gas requirements for the average resi- 
dential customer for each of three 
types. Designation A applies to a pres- 
ent-day light-use customer having a 
range; designation B applies to a pres- 
ent-day medium-use customer having a 
range and an automatic storage type 
water heater, and designation C applies 
to a heavy-use customer which is as- 
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Fics 
ILLUSTRATION OF 


WITH SUBSTANTIAL VARIATION IN 


FOR HOUSE HEATING 


UNIFORMITY IN ANNUAL LOAD FACTORS 


CUSTOMER'S ANNUAL GAS REQUIREMENTS 


sumed to be a medium-use customer 
with the addition of a gas house heater. 
The amount of gas required for house 
heating by such a customer reflects the 
existing trend toward lower average 
use as the number of customers in- 
creases. 

It will be noted from Figure 1 that 
on an average weekday during the 
coldest week of the winter period, the 
production demand requirements of 
such a heavy-use customer are about 35 
times those of a light-use customer and 
about 13 times those of a medium-use 
type. 

From Figure 2, the annual gas re- 
quirements of the heavy-use customer, 
however, are about 13 times those of 
the light-use customer and about five 
times those of the medium-use type. 
Thus the annual production demand 
load factor of the heavy-use customer 
is about three-eights that of either the 
light-use or the medium-use type. 

Figure 3 illustrates the monthly dis- 


* Author acknowledges the valuable snegee- 
tions received from I. L. Craig and W. W. Gil- 
more, Philadelphia Electric Co., on the original 
manuscript of this paper, and the valuable as- 
sistance and suggestions of A. Abramovitz of 
that company in preparing the material. 


DEMONSTRATION OF 
STATISTICAL STABILITY IN DERIVED FACTORS 


FOR THE AVERAGE CUSTOMER 
OF A TEST GROUP OF 80 GAS HOUSE HEATERS 
(BASED ON RANDOM CHOICE SELECTION) 


FIG.2 
ILLUSTRATION OF 
ASYMPTOTIC TREND IN 
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EIGHT GROUPS OF TEN 


CUSTOMERS EACH TIME ADDITIONS WERE MADE. 





NOTE - THE 60 TEST CUSTOMERS WERE ARRANGED IN THE ORDER 
OF INCREASING ANNUAL GAS CONSUMPTION AND DIVIDED INTO 


THREE CONSECUTIVE GROUPS OF TEN WERE THEN PROGRESSIVELY 
ADDED TO FORM SIX GROUPS OF THIRTY BY ADVANCING TEN 
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RELATION BETWEEN 
GROUP DISTRIBUTION DEMAND COINCIDENCE FACTOR 
AND NUMBER OF CUSTOMERS IN GROUP 
G@ASED ON HALF-HOUR INTEGRATED DEMANDS) 


NUMBER OF CUSTOMERS 





tribution of the gas requirement 
through the year, bringing out the very 
important fact that, while the require- 
ments of the light-use and medium-use 
customers are fairly uniform through- 
out the entire year, those of the heavy- 
use type are concentrated in the winter 
months—requirements in December, 
January and February are from eight 
to ten times the requirements during 
the summer months. 

The magnitude of this load may be 
even better appreciated from the fact 
that a 20 percent saturation in gas 
house heating installations in the area 
of the system referred to would pro- 
duce a production demand (on an av- 
erage weekday of the coldest week of 
the winter period for this load) of 
more than five times the amount pro- 
duced by the entire requirements on 
such a day of the residential class com- 
posed of the present-day saturation of 
gas ranges, water heaters and other 
small appliances. 

What is of even greater importance, 
the annual production demand load 
factor of this volume of house heating 
load will be one-third that of Such a 
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GAS HOUSE HEATING LOAD 


CENTRAL FURNACE SYSTEMS 
TEST RESULTS FOR A GROUP OF 80 CUSTOMERS DURING THE 1946-47 HEATING SEASON 





SEASONAL VARIATION OF MAXIMUM DEMANDS CONSUMPTION AND RELATED FACTORS 
FOR THE AVERAGE CUSTOMER 









FIG. 1 rc2 


MAXIMUM DISTRIBUTION DEMANDS MAXIMUM PRODUCTION DEMANDS 
(INTEGRATED CLOCK - HALF HOUR DEMANDS) (24 HOUR PERIOD MIOMIGHT TO MIDNIGHT) 
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CHART 4 . . ° , 
residential class load. Obviously, a load 


of this magnitude, with such a different 
load factor from that experienced by 
the residential class in the past, de 
serves careful study as to its economic 
implications. It will take the resource F §, 
fulness and ingenuity of all depart 
ments of the gas industry to meet the 
economic challenge if this load istok§ 
acquired and served without restric B the 
tions and if the industry is to make a § th 
adequate return from it. | fal 




















GAS HOUSE HEATING LOAD 


CENTRAL FURNACE SYSTEMS 
TEST RESULTS FOR A GROUP OF 80 CUSTOMERS 
DURING THE 1946-47 HEATING SEASON 


PROBABLE RELATIONSHIP BETWEEN 
DAILY DEGREE - DAYS 
AND 
DAILY GROUP MAXIMUM DISTRIBUTION DEMANDS 
AND DAILY PRODUCTION DEMANDS 
FOR THE AVERAGE CUSTOMER 
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The facts depicted in the foregoing 
introduction lead to the conclusion 
that an authentic knowledge of th § da 
characteristics of the house heating § tio 
load and their behavior under varying § ot! 
climatic conditions is essential to 4 
proper exercise of engineering, operat cy. 
ing, pricing and general managerial § «, 
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a Se a Ag op ony policies in connection with an adequate BF f,, 

° | a eee and economic supply of service to this B o¢ 

a vo} <a +——+ Tae —| class of gas use. a 

J \K | Size of this load is so great, its char th 

o« 8 0} 4 : — acteristics so different from the ordi- “4 
| | | nary types of gas load heretofore cat 

° ° eager ried by the gas industry, and the profit F 
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to give a high degree of accuracy 
arto provide confidence in the validity 
f predictions required for establishing 
r ie physical and economic features of 
Ysservice supply. 

| Thus research must be undertaken to 
obtain knowledge of the various phases 
of gas house heating load characteris- 
tics by inaugurating comprehensive 
tests of carefully selected samples over 
the desired range of gas house heating 


use. 

The object of this paper is to de- 
gribe and interpret the results of load 
“gesearch conducted by the Philadelphia 
Flectric Company on its house heating 
‘dass of gas use. 

This paper will describe the method 
‘followed in selecting the test sample; 
it will present the results of informa- 
‘tion secured from the tests, and will 
"demonstrate the existence of probable 
"average relationships between the more 
| important characteristics of the house 
heating load and the outdoor tempera- 
“ture, the most important single factor 
‘affecting these characteristics. 

These analytical and empirical rela- 
‘tionships for the average of customers 
tested permit an interpolation and ex- 
trapolation of data for gas heating re- 
quirements for temperature conditions 
other than those which were actually 
experienced during the test period, and 
indicate important trends in the house 





oie heating load with a change in outdoor 
st, de temperature. 
onomic 
pie Sampling method 
rm Gas for house heating was supplied 
stoke ‘© approximately 8,000 customers in 
restric § the company’s gas service territory at 
ake an § the time tests were inaugurated in the 
fall of 1946 to cover the 1946-1947 

egoing § heating season. These tests were con- 
clusion § ducted during that period to obtain 
of the ® data on the demand and gas consump- 
eating § tion characteristics of this load and on 
arying other related factors. 

to 4 For the purpose of this study, 80 
pera: B customers were selected for test by the 
agerial BF “macs sampling” method, which in 
equate fact attempts to reduce the “universe” 
to ths F of the mass to a sample, the average of 
ae which should represent in all aspects 
a the characteristics of the average of the 
oa universe.” 
prof This method of sampling was 
inal) adopted in the study from considera- 
ile-of § ‘on of the quantity of meters which 
-pend: could be made available for the test, 
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the desire to use as large a number of 
test customers for arriving at the char- 
acteristics of the average customer as 
the number of available meters would 
permit. The method was adopted also 
from the general belief, later borne out 
by the results of tests, that the impor- 
tant factors of load characteristics of 
an appliance such as a house heater, 
performing a homogeneous function 
whether in a large or a small house, 
should be reasonably uniform and con- 
sistent over the entire range in the size 
of house heating requirements. 

A preliminary mass sample of 500 
customers was picked from the file 
card record of the 8,000 customers by 


selecting every sixteenth card in con- 
tinuous order. From this sample, a final 
selection of 80 test customers was made 
by random choice. 

This sample, when tested against 
company records, was found to have a 
geographic distribution among the 
various operating divisions, similar to 
that of all the company’s house heating 
customers, and to have an average an- 
nual total gas usage per customer com- 
parable to that of this entire class. 

Data in Figure 1 of Chart 2 illustrate 
that, for such an appliance as the house 
heater which performs a homogeneous 
function of heating a space, the annual 
load factors based on production de- 
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TEST RESULTS FOR A GROUP OF 80 CUSTOMERS DURING THE 1946 - 47 HEATING SEASON 


PROBABLE RELATIONSHIPS BETWEEN GROUP DISTRIBUTION DEMANDS 
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CHART 6 
GAS HOUSE HEATING LOAD 


CENTRAL FURNACE SYSTEMS 
TEST RESULTS FOR A GROUP OF 80 CUSTOMERS DURING THE 1946-47 HEATING SEASON 


DAILY LOAD CURVES 
FOR THE AVERAGE CUSTOMER 
(BASED ON INTEGRATED CLOCK -HALF HOUR DEMANDS ) 
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GAS HOUSE HEATING LOAD CHART 7 


CENTRAL FURNACE SYSTEMS 
TEST RESULTS FOR A GROUP OF 80 CUSTOMERS DURING THE 1946-47 HEATING SEASON 
ILY LOAD CURVES FOR THE AVERAGE CUSTOMER FOR SIGNIFICANT DAY 
AND 
COMPARISON WITH DERIVED DEMAND VALUES 


(REFLECTING DEMAND VS TEMPERATURE RELATIONSHIPS ON CHART 5) 
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mands and on distribution demands 9 
substantially of the same magnitud 
for groups of customers varying wide j ( 
in amount of annual gas requirement 

for house heating. 

Figure 2 of that chart illustrates t 
in a given territory, statistical stabilj 
in the load characteristics of the aye 
age customer of a mass sample, selected - 
by random, may be expected for as fey, 
as 80 customers in the sample, and r 
sults of sufficient engineering stabili 
can be obtained even from sample 
composed of 30-50 customers. 

A special gas test meter designed t 
record electrically the integrated clo 
half-hour demands was installed o 
each of the test customer's premises t 
measure the gas use of the house heat 
ing equipment only. The test was con, 
ducted for the 12-month period — 
August 31, 1947. + 

Continuous records of demands were 
obtained for the entire period of thejto t 
normal heating season in this area, Sep} A 
tember 1, 1946, to May 31, 1947, and} whi 
hourly measurements of outdoor tem g4s 
perature were obtained for that period} loa 
from instruments located at one of thef stfu 
company’s gas production plants situ-§ one 
ated centrally within the territory) and 
served. int 
















Test results 


All data on demands and gas usage dry 
contained in this paper are expressed the 
on an average-customer basis of them 8 
sample tested. The test results reflecy ™ 
the actual climatic conditions experi-§ P° 
enced in the territory during the period§ © 
of the test, and these results togetherp “ 
with the derived analytical relation § P* 





ships also reflect the physical chara dr 
teristics of the houses and of the heat § ™ 
ing installations actually encountered th 
among the sample customers. Care— ™ 
should be exercised in making use of this : 

0 













information for other climatic conditions 
and for other physical characteristics of 
house heating customers. 

The accompanying table contains 
numerical statement of physical chat 
acteristics of the average custome 
tested. Attention is directed to two sig 
nificant numbers: the radiation loss of 
the average customer tested as cala 
lated by the standard ASHVE} heating 
formula for a 70° F differential of 
90,273 B.t.u. per hour, and the actually 
measured input (Continued on page 42) 






t Stands for American Society of Heating as 
Ventilating Engineers. 
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nas Clothes dryers 
spose a challenge 








as clothes dryers constitute a chal- 
lenge, not only to home service, but 
to the gas industry as well. 
A new gas appliance is now available 
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gas mains. Seventy percent of this new 
load is in the upper brackets of the rate 
structure and therefore is a profitable 
one. We must remember, too, that if 
and when single-point ignition comes 
into general use, the load derived from 
pilots will be cut down. The gas clothes 
dryer is one way of making up that loss. 

Another strong point in favor of 
dryers is that women love them once 
they use them. We loved the automatic 
gas clothes dryers ourselves when first we 
saw and used them. We realized their 
possibilities both so far as the user was 
concerned and also so far as the mer- 
chandizer was concerned. When it was 
possible to stock an adequate supply of 
dryers, we tried to sell them but met 
with stubborn resistance. Women liked 
the idea. They thought a clothes dryer 
would be wonderful to have, but they 
had always hung their clothes on a line 
to dry and they would continue to do so. 

In the meantime, the ‘home service 
department's enthusiasm for the dryer 
was growing. We felt that while the 
automatic water heater, washer and 
ironer had done much to eliminate the 
drudgery of washday, still one of the 
worst jobs remained—hanging up 
clothes outside in all kinds of weather 
or strewing them all over the house to 
dry. 

The automatic gas clothes dryer had 
at last done something about the 
weather, not to mention the steps saved 
and the hazards involved in lugging 
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heavy baskets of wet clothes. We were 
convinced that if a woman once used a 
dryer, she would like it. Therefore we ap- 
proached a selected list of our customers, 
located strategically throughout our 
whole territory, and asked them if they 
would cooperate in trying out this new 
gas appliance which we thought so de- 
sirable. We explained that actual use in 
the home was the real test of any appli- 
ance and that their cooperation would 
be of great value to us, to the manufac- 
turer, and to women in general. 

There was no cost involved to the 
customer, but a time limit of 30 days 
was put upon the test. At the end of the 
30 days, in return for her kindness in 
making the test and if she were satisfied 
with the dryer, we offered to rent it to 
the customer at a small monthly fee. If 
she were not satisfied, we would remove 
it at once, without charge. 

We had no trouble in placing 50 
dryers under these conditions and as we 
had surmised, once a woman used the 


dryer, she would not part with it. 

We placed these first dryers during 
the period from June 3 to July 15. From 
July 16 to August 15, 229 additional 
dryers were installed on a similar basis 
but at a slightly increased rental. We 
knew then that the dryer was not an- 
other gadget but an appliance which 
women like and which finishes the job 
of taking the hard work out of home 
laundry. August 15, we discontinued the 
trial offer but continued the rental plan 
at $3.00 per month. As of January 14, 
we have 557 dryers operating in the 
homes of our customers. 

We wanted to know the reaction of 
these women to the dryers after they had 
been in use and so we prepared a ques- 
tionnaire asking direct questions which 
called for direct answers. The replies 
amazed us and I| think you will find 
them interesting. The survey covers 270 
dryers which have been in operation for 
thirty days or more. 

Of the 270 dryers covered by the sur- 
vey, two were returned; one because the 
whole house went electric and the sec- 
ond because of domestic friction be- 
tween husband and wife. One hundred 
twenty-three of the 270 women inter- 
viewed liked the convenience of the 
dryer more than any other one feature; 
97 liked the finished product; 33 liked 
everything about it, and the remainder 
had a variety of likes. 

We also asked these women what 
they did not like about the dryers. Seven 
definitely disliked the moisture—five the 











Rochester Gas & Electric Corporation is one of many utilities enthusiastic about the outomatic 
gas clothes dryer. Robert Moore, factory representa ive (above), demonstrotes a new dryer to 
Home Service Representatives Helen Kramer and Cynthia Heister in compony’s Merry Mondoy center 
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lint, and 19 had various dislikes which 
in most cases could be traced to im- 
proper use of the appliance. The remain- 
ing 240 women expressed no definite 
dislikes. 

Under “Improvement Suggestions,” 
14 wanted bigger and better lint traps, 
nine a flue for moisture, and 19 wanted 
various miscellaneous improvements, 
leaving 235 with no suggestions to offer. 

Forty-one of the families used the 
dryer everyday of the week— including 
Sunday. Seventeen used it in bad 


Public relations 


@ A more complete definition of public 
relations will appear in the new edition 
of the G. & C. Merriam Webster's In- 
ternational Dictionary. Quoted in ad- 
vance at the Inland Daily Press Asso-*' ¢ 
ciation meeting in Chicago, the new 
Webster will define public relations as: 
(1) The activities of an industry, union, 
corporation, profession, government, 
other organizations or the like in build- 
ing and maintaining sound and produc- 
tive relations with special publics, such 
as customers, employees or stockholders, 
and with the public at large, so as to 
adapt itself to the environment and in- 
terpret itself to society. (2) The state 
of such activities, or the degree of their 
success, in furthering public understand- 
ing of an organization’s economic and 
social adjustment; as, good or bad pub- 
lic relations. (3) The art or profession 
of organizing and developing these ac- 
tivities; as, university courses in public 
relations; public relations requires tech- 
nical skill in various techniques. Hence, 
public relations officer, director, counsel 
or consultant.—Printers’ Ink. 


Cartoon courtesy Nation’s Business 


weather only, and the remainder used it 
for times varying from one hour to 24 
hours a week. 

We also discovered that of the 270 
dryer users, 151 used an automatic 
washer, 84 the conventional washer, 31 
a spin dryer, and four used miscellane- 
ous equipment. 

One hundred thirty-one women had a 
gas automatic water heater, 31 a manual 
gas heater, 89 used oil for water heat- 
ing, 13 a pot stove, and one an electric 
water heater. 

All 270 of the dryer users would 
recommend the dryer to their friends 
and in many cases have done just that. 

We believe that much of this satis- 
faction derives from the fact that we got 
our customers off on the right foot in 
using the dryer. As soon as a dryer was 
installed, a home service girl called at 
the home on definite appointment, and 
helped the customer use the dryer for 
the first time. Actual family wash was 
done and dried. 

This gave the home service girl an 
opportunity to check the washing tech- 
nique all along the line—hot water sup- 
ply, soap, water softener, starching, use 
of the automatic washer in particular (so 
many women do not use them correctly) 
tension of wringers, kinds of load, iron- 
ing methods, etc. It also gave her an op- 
portunity to check the actual time in the 
dryer and to show how clothes can be 
removed ready to be ironed or to be 
folded and put away. 

The most important point covered in 
this call, however, was the moisture and 
lint. We found that if the moisture and 
lint were explained as they occurred, the 
customer accepted the fact that they are 
inevitable in the drying of clothes. We 


think this is the one reason why moj 
ture and lint have not constituted 
major problem, even though there 
more objections on that score than a 
other. 

We have done no advertising what 
soever in putting across these drye 
The promotion has been accomplished 
mainly by the recommendations of satis. 
fied users who are only too happy ty 
spread the news. We believe this is due 
to the careful instruction customers re. 
ceive on the operation of the dryer before 
any bad usage habits are developed. 

This is where the challenge to home 
service comes in. The best sales promo 
tion in the world will fall far short of 
success if the dryer does not come up to 
the customer’s expectations. It is up to 
home service to see that the automatic 
clothes dryer does meet expectations. In 
order to do this, each home service girl, 
in addition to knowing mechanical op. 
eration of the dryer, must 

(1) Be thoroughly sold herself be. 
fore any attempt is made to demonstrate 
the dryer to a potential customer or user, 

(2) Have an opportunity to use the 
dryer under actual home conditions. 

(3) Know good laundry techniques. 

(4) Be familiar with standard wash. 
ing machines. 

(5) Know whether or not the auto- 
matic washer or wringer type washer is 
doing a satisfactory job of water extrat- 
tion. 

(6) Know the problems involved in 
starching clothes ready for the dryer. 

(7) Know detergents and water soft 
eners. 

(8) Know the “feel” of the clothe 
as they come from the dryer; whether 
ready for ironing or for folding to put 
away. 

(9) Know approximate times fo 
drying various materials. 

(10) Know how to present the mois 
ture and lint condition in such a wa 
that it will be minimized in the as 
tomer’s mind. 

(11) Know how to outweigh ay 


“disadvantages” with the many advan § 


tages the dryer possesses. 

(12) Know how to help the hous 
wife plan her work and time to receive 
the greatest benefit from the dryer. 

Each and every one of these points 
enters into the customer’s acceptance of 
the dryer. If you will follow thes 
points, I am sure that you, too, will find 
that women don’t just /ike dryers, the 
love them. 
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Gas production research study to aid 


purchase of most economical raw materials 


Evaluation of gas-oil simplified 





= implified 
* ai activity S lake of 
evaluating oils 
used for carburetting purposes, an 
achievement of major interest to large 
sections of the gas industry, are fore- 
cast as the result of current work on 
Gas Production Research Committee 
project CPR-23, “The Enriching Value 
of Oils.” Work was initiated and is 
continuing at the Institute of Gas 
Technology in Chicago. 

The new methods for evaluation of 
carburetting oils will enable gas pro- 
ducers to (1) make more effective use 
of available oils, (2) purchase the most 
economical oil, and (3) cut to a mini- 
mum the time needed to evaluate the 
cost and usefulness of carburetting 
oils, As a result of the present study, 
the time needed to determine the en- 
tiching value of gas oils is reduced to 
several hours or about ten percent of 
the time previously required. The new 
methods should be of benefit to all 
companies large or small which use 
catburetting oils. In addition, small 
plant operators for whom the standard 
Dick test is not practicable will benefit 
from the current A. G. A. project as it 
will enable them to evaluate gas-mak- 
ing oils by simple bench tests. 

A complete report on the oil evalua- 
tion study will be published later this 
spring, presenting in detail the theo- 
retical considerations, laboratory tech- 
niques and graphs for estimating the 
carbon-hydrogen ratios and gas en- 
tiching values of the oils studied. 

Work on this project at I. G. T. is 
an integral part of a comprehensive 
attack upon bottlenecks in the efficient 
selection of gas-making oils and is the 
third of three projects on that subject. 
Earlier studies concentrated on the 
planning and construction of a mod- 
ern oil testing laboratory under the 
guidance of experts, and on the acqui- 
sition, installation and testing of equip- 
ment selected in the planning phase. 
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Accordingly, the laboratory used in 
the project has as its basic equipment 
an oil cracking furnace with all the 
necessary apparatus, including auto- 
matic temperature controls. Auxiliary 
equipment consists of a remarkably 





at 


complete assembly of standard appara- 
tus for determining physical and chem- 
ical properties of oils, such as gravity, 
Conradson carbon, aniline point, dis- 
tillation, and others. 

A steel helices-packed column equiv- 





Working on distillation col 


laboratory at Institute of Gas Technology 











tics: density, mean boiling point, dis 
tillation, mean dispersion and aniline 
point. In short, the carbon-hydroges 
ratio can be estimated in this manne 
and the enriching value in turn can be 
estimated from the carbon-hydrogep 
ratio. Using these methods in the Jab 
oratory, enriching values have beep 
estimated within an accuracy of ap 
proximately three percent of that ob 
tained by actual cracking in the furnace 

The successful laboratory techniques 
developed under this project have 
been assembled and described in , 
manual entitled “Tentative Methods 
for Estimating the Enriching Value of 
Oils for Gas Plants” which is being 
distributed to some 20 cooperating gas 
companies that have been asked to test 
in actual plant operation this winter 


alent to 70 theoretical plates was added and establish the performance of the the oil evaluation techniques developed 
recently to complete the fractionation cracking furnace. This work was fol- under this project. Data resulting 
equipment. Both a dehydrator flash lowed by further studies and tests of a from field trials will be weighed and in. 
still and an apparatus for extraction heavy catalytically cracked oil gas. The corporated in the final report on simpli 
with propane, butane and higher hy- effect of cracking atmospheres of hy- _ fied techniques for oil evaluation. 
drocarbons are available for the puri- drogen, carbon monoxide and combi- Further experimental work will 
fication and study of the resultant tars. nations of these two gases on enriching study methods to improve oil utiliz. 
During and after the shake-down value was studied in conjunction with tion by employing oil preheating, pres 
tests, a survey of existing literature on the over-all aim of correlation. Thus sure carburetion, and special operating 
methods for correlating physical and it was learned that oil-gas yield and en- 
chemical properties of oil with enrich- riching value increases the hydrogen 
ing value, was conducted as the initial content of the atmosphere. Acceptable 
attack on the problem. It soon became correlations were observed between 
apparent that the most promising ap- the carbon-hydrogen ratio of the feed 
proach toward determining the enrich- oil and the enriching value of the gas 
ing value would be to use the actual and tar yields in some 27 tests. 
carbon-hydrogen weight ratio as a Having established the usefulness of 
basis for the correlation of cracking the carbon-hydrogen ratio, every effort : 
tests and physical and chemical data was directed toward finding some sim- for a wide sang of oils. 
with enriching value determined by ple way of determining this ratio. It Louis Shnidman, Rochester Gas & 
the cracking furnace. was demonstrated that the carbon-hy- Electric Corp., chairman of the projec 
Laboratory experimental study then drogen ratio can be predicted satisfac- supervising committee, describes the 
was initiated with exploratory work  torily and without difficulty from for- current work as already having pro 
using three typical oils. These first mulae involving proper combinations duced results of great significance to 
tests were designed to train personnel of three of the following characteris- manufacturers of water gas. 


Supervising committee studying latest progress reports for project on enriching value of cils: 
Louis Shnidman (left), chairman; H. R. Linden, H. E. Ferguson, E. M. Bliss and E. J. Murphy 


procedures for high-carbon-residue 
and catalytically cracked oils in an ef. 
fort to provide data directly applicable 
to the use of heavy residuums. 

The laboratory staff will also investi- 
gate the effects of cracking temper 
ture coatact time and partial pressure 
of hydrogen in cracking atmospheres 


Steff reseorchers measuring the kinematic viscosity of an cil as a Oil evaluation tests made in the cracking tube at the far right are «® 
port of AG.A. Project CPR-23 on the evaluation of oils for carburetion trolled from two panel boards, one of which is shown above at left center 
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New drive 
to push 
range sales 





ar hard-hittin 

A PAR activity spring a 

paign geared to 
recent changes in the national marketing 
picture is being readied to further the pro- 
motion of domestic gas ranges through- 
out the country. The new drive will be 
sponsored by the Domestic Gas Range 
Committee of the Association’s Residen- 
tial Gas Section, Carl H. Horne, Ala- 
bama Gas Co., chairman, and is de- 
signed for use in April, May and June. It 
will tie in closely with A. G. A. national 
advertising scheduled for those months. 

Modelled along the lines of the suc- 
cessful fall campaign on domestic ranges 
which gained the support of more than 
175 utilities last year, the spring effort 
will take full cognizance of the sudden 
end of the sellers’ market in major ap- 
pliances. 

Principal item in the campaign is a 
16-page portfolio prepared by the 
A, G. A. Promotion Bureau which will 
am gas range dealers with ideas and 
materials to aggressively go after sales 
in the new buyers’ market. The slogan 
“Smart Cooks Know—Gas Has Got It!” 
will be featured. 


Sales approaches 


Included in the portfolio are the fol- 
lowing items: 

A picture of the replacement market 
showing that three out of four gas 
fanges in use are more than five years 
old, one out of every two is more than 
ten years old, and one out of four is 
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Cover of brochure for spring d tic range ¢ 


more than 15 years old, and a picture of 
the new building market which shows 
that for every 40 occupied dwelling 
units now in existence, a new unit will 
be constructed in 1949. 

Also included are an outline of two 
approaches to making sales in today’s 
market; a display of current national ad- 
vertising with a breakdown showing the 
number of impressions registered in 
each state and in Canada; a display of 
current dealers’ newspaper advertise- 
ments to show what dealers across the 
country are doing; an exposition of the 
sales features of gas cooking; promotion 
ideas for cold canvassing, for floor and 
window displays and for building pros- 
pect lists, and an outline of the assist- 
ance gas range manufacturers are pre- 
pared to offer appliance dealers. 

The portfolio particularly urges deal- 
ers to have salesmen canvass their terri- 
tories thoroughly. In order to assist these 


which will tie in with the buyers’ market 


salesmen in obtaining an audience with 
the housewife, three ““door-opener”’ items 
are offered: the highly successful full- 
color cook book, “Food Is Fun,” pot- 
holders which were first offered last fall, 
and a new premium, an eight-inch plastic 
bowl cover. Both the potholders and the 
bowl cover carry the slogan for the spring 
domestic range drive, “Smart Cooks 
Know—Gas Has Got It.’ These items 
are offered at ten cents apiece. 


Helpful ideas 

Accompanying the dealer portfolio 
when it is mailed to gas utilities after 
March 15 will be a kit of other helpful: 
ideas in advertising, display and promo- 
tion, together with suggestions for ob- 
taining greater cooperation from gas 
range dealers in the effort to make every 
homemaker in the country aware of the 
superiority of gas fuel and gas ranges. 











Research 
at work. 


Laboratories push 
utilization work 


"eS as utiliza- 
“ PAR activity G tion research 
projects con- 
ducted by the American Gas Associa- 
tion at the Cleveland Testing Labora- 
tories embrace several specialized fields 
important to the advancement of the 
gas industry. These projects are con- 
cerned with technical studies basic to 
the improvement, refinement, installa- 
tion and performance of modern gas 
appliances, and consist of fundamental 
research helpful to the design of do- 
mestic, industrial and commercial types 
of gas equipment. 

Members of the A. G. A. Labora- 
tories staff engaged in conducting uti- 
lization research projects are shown in 
the accompanying photograph. Direct su- 
pervision of domestic projects is handled 
by Walter B. Kirk. Industrial and com- 
mercial projects are the responsibility 
of Frank E. Hodgdon. 

Both Mr. Kirk and Mr. Hodgdon 
have had wide experience in technical 
and other phases of gas utilization. 


They have headed their respective de- 
partments since they returned from 
service overseas in 1945 and 1946. 

Mr. Kirk is a chemical engineer, a 
graduate of Case Institute of Technol- 
ogy. He joined the Laboratories staff 
in 1937 and in addition to being fa- 
miliar with utilization research, testing 
procedures, and requirements investi- 
gations, engaged in early mixed gas 
research studies. 

Mr. Hodgdon, a graduate mechan- 
ical engineer of Georgia School of 
Technology, joined the staff in 1939. 
He directs industrial and commercial 
utilization research and also is in charge 
of requirements investigations. 

Three other staff members first be- 
came associated with the Laboratories 
at about the same time as Mr. Kirk and 
Mr. Hodgdon. Earl J. Weber and 
Donald F. Leverett joined the staff in 
1937 and Milton Zare joined it in 
1936. 

Mr. Weber is a graduate chemical 
engineer of Case Institute of Technol- 
ogy and obtained his master’s degree 
from University of Michigan. He is 
the Laboratories’ expert on combus- 
tion and burner design and a consult- 
ing member of the American Society 
for Testing Materials Subcommittee on 
The Collection of Gaseous Samples. 

Mr. Leverett, a graduate of Univer- 
sity of Michigan, obtained his degree 
in electrical engineering. He has 
worked extensively with central heat- 
ing equipment and has just completed 
a research bulletin on proper methods 
of installing such equipment in con- 
fined spaces. Mr. Zare was graduated 
from Ohio State University with a B.A. 
degree in chemistry and has been associ- 


A. G. A. Laboratories staff: (Front row, left to right) Winifred C. Anderson, F. E. Hodgdon, Edwin 
L. Hall, director; K. R. Knapp, assistant director; W. B. Kirk, Esther Secor; (middle row) D. A. 
Biddle, R. R. Rausch, Milton Zare, A. A. Kampman, Marguerite Heilbronn, K. L. Badger, J. C. Anthony, 
E. J. Weber; (back row) T. C. Wheat, L. J. Kane, D. F. Leverett, E. A. McGee, R. A. Siskin, L. V. Cachat 
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ated with many phases of the industry 
research program where his experience is 
being utilized in an advisory capacity. He 
also handles technical aspects of publish. 
ing research bulletins and reports. 

In addition to Mr. Weber, two other 
staff members hold master’s degrees, 
Richard L. Stone (not in photograph) 
completed both his undergraduate and 
graduate work at University of Michi. 
gan. Thomas C. Wheat was graduated 
from University of Oklahoma and ob. 
tained his master’s degree from Uni- 
versity of Cincinnati. Both are chem. 
ical engineers. 

Mr. Stone is conducting a compre. 
hensive study of the heat transfer 
phenomena occurring in a combustion 
chamber surrounding the flame zone, 
one of the most fundamental and tech. 
nical projects ever undertaken at the 
Laboratories. Mr. Wheat currently is 
engaged in gas water heating research, 
Likewise engaged in water heating re. 
search is Alfred A. Kampman, a grad. 
uate chemical engineer of Case Insti- 
tute of Technology. 

Mrs. Winifred C. Anderson, Labora- 
tories staff home economist, is respon. 
sible primarily for domestic gas cook- 
ing research and particularly for proje 
ects requiring the actual preparatiom 
and cooking of food. She presently i 
conducting research on various meth 
ods of cooking and is serving the 
A. G. A. Home Service Committee. 9 

Mrs. Anderson recently completed 
preparation of a second research bullé 
tin on methods of kitchen ventilation 
having conducted comprehensive stud 
ies in representative test kitchens. Sh 
received her B.S. degree from Ohi 
University after majoring in foods and 
nutrition. 

Actual cooking operations in the i 
dustrial and commercial gas field are 
being conducted by Roy A. Siskin and 
Miss Esther J. Secor. Mr. Siskin, who 
recently completed a study of mod- 
ulated operation of warm air furnaces, 
is a chemical engineer and was grad- 
uated from Case Institute of Technol- 
ogy. Miss Secor holds a home econom- 
ics degree in household equipment 
from Iowa State College. 

Four staff members besides Mr. 
Weber currently are conducting gen- 
eral utilization research on burnets, 
controls and accessories. They afe | 
Louis J. Kane, John C. Anthony, Don- 
ald A. Biddle (Continued on page 44) 
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Sales meetings that click 





ith the return of competition, man- 
at attention is being turned to 
merchandising programs. Methods are 
being reviewed and plans formulated in 
order to obtain the volume of orders nec- 
essary to meet the needs of business. In- 
dustry’s expanded production capacity 
constitutes a real threat to our national 
economy unless it can be profitably cx- 
ploited. Demand must be stimulated to 






















absorb the large addi- 
tional quantity of mer- 
chandise available. 

The high standard of 
living this nation enjoys 
is due in no small way 
to the activities of its 
salesmen. Their work of 
interpreting to the consumer public the 
benefits and satisfaction derived from 
using products produced by industry 
means that items first looked on as lux- 
uries are soon considered necessities or 
staples, 

The gas industry during the war 
emergency, in common with all industry, 
turned its full attention to the winning 
of that war. From the standpoint of 
peace-time operation much maladjust- 
ment occurred. Basic load factors were 





Presented at Pacific Coast Gas Association sales 
training conference on February 25, 1949. 
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By J. WILSON GAW 


General Sales Manager 
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upset. The shortage and non-availability 
of domestic appliances meant that normal 
growth in this field was stunted. Re- 
placement of obsolete equipment virtu- 
ally stopped. Today supply has been 
brought into close relation with demand 
in most commodity fields. Gas appli- 
ances must again be sold. 

The holding of sales meetings before 
the war was a common practice and 
many gas companies working crews of 
appliance salesmen held such meetings 
at regular intervals. In cases where small 
crews were retained, meetings of these 
men were called only when some an- 
nouncement was to be made or instruc- 
tions given. 

Now that most companies are rebuild- 
ing their sales forces regular sales meet- 
ings again will be held. With new men 
entering the field, and old men returning 
“rusty” from lack of practice, more em- 
phasis will have to be placed on train- 
ing. I believe it can be assumed safely 
that whatever formal training program a 
company adopts it will be supplemented 
at least with sales meetings. 

One thing is certain—if a company is 
to have successful salesmen, they must 
be given continuous training. Their suc- 


cess will depend to a very large degree 
on their knowledge, plus the ability to 
make practical application of it. 

With proper planning, the sales meet- 
ing can be a most valuable sales manage- 
ment instrument in developing these 
men. 

I believe it is too often overlooked 
that the knowledge men acquire comes 
through the use of the five senses instead 
of just two. In the past, sales managers 
were prone to use the salesmen’s ear to 
a large extent to put over their messages, 
with appeal to the eye a poor second. 
The technique that makes use of taste, 
smell and feel as well, will make a much 
longer and more lasting impression. Due 
to the flexibility of planning possible in 
a sales meeting program, full advantage 
may be taken of these five sources of ac- 
quiring knowledge. 

An important item to remember in 
planning a program is that a man may 
be crammed full of facts, figures and 
theories but if he does not know how to 
use them he makes few sales. Therefore, 
he should be told not only what he 
should know but also shown how to use 
that information. 

Another point to keep in mind while 
planning meetings for your men is a 
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statement at the bottom of a card put 
out during the war by the Office of Pro- 
duction Management, “If the Worker 
Hasn’t Learned, the Instructor Hasn't 
Taught.” 

Next, do not attempt too much in one 
meeting. Pick out one or two major 
points and drive them home. A man’s 
mind can assimilate only so much in any 


given period. 

The spectacular always gains attention 
and is not quickly forgotten. 

Use all the “props” you can. They 
add to interest and prevent monotony of 
presentation. An item worth considering 
as standard equipment for the sales- 
men’s regular meeting room or office is a 
full-length mirror. It can carry a real les- 





ndustrial relations 
round-table 





Prepared by A. G. A. Personnel Committee 


@ A bibliography on foreman training has 
been prepared by the American Management 
Association. It includes A. M. A. publications 
as well as other books, pamphlets and serv- 
ices. Copies have been prepared by the Per- 
sonnel Committee of the American Gas Asso- 
ciation and may be obtained on request from 
Association headquarters. 


@ The Wisconsin law providing for com- 
pulsory arbitration of disputes involving pub- 
lic utilities has been upheld in a recent 
decision by the Wisconsin Circuit Court, Mil- 
waukee County. This case was one brought 
by certain unions against the Wisconsin Em- 
ployment Relations Board, Milwaukee Gas 
Light Co., and the Milwaukee Electric Rail- 
way and Transport Company. The Court held 
that the Act is a proper exercise of the State’s 
police powers. The Court rejected the plain- 
tiff’s contention that the Act violated the Con- 
stitution as involving slavery, denial of due 
process, and an invasion of executive powers. 
It rejected the argument that the Wisconsin 
Act was in violation of the Taft-Hartley Act. 


@ Fringe labor costs for non-productive 
work were studied by the A. G. A. Person- 
nel Committee in 1948 covering the year 
1947. It is planned to conduct the survey to 
cover 1948. Results of the initial survey ex- 
ceeded expectations and it is anticipated that 
an even greater response will be obtained in the 
second study. Tabulated results are furnished 
only to those companies which participate in 
the survey. 


@ The Bureau of Labor Statistics has re- 
cently released preliminary drafts of three 
new labor contract provision surveys. These 
are revisions of three chapters of Bulletin 686 
(“Union Agreement Provisions’) published 
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in 1942, and cover the subjects of (1) sen- 
iority, (2) union rights, activities and re- 
sponsibilities, (3) management prerogatives. 


@ Last-offer polls in national emergency 
cases under the Taft-Hartley law have all 
ended in rejection. This was reported to Con- 
gress by Federal Mediation and Conciliation 
Service Director Cyrus S. Ching. He is of the 
opinion that such a technique is unsatisfactory 
in settling disputes. His other recommenda- 
tions include keeping F. M. C. S. as an in- 
dependent agency and clarifying its area of 
responsibility to avoid conflicts with State 
mediation groups. 


@ A union officer is not necessarily dis- 
qualified from serving as an election observer, 
according to a recent N.L.R.B. decision in a 
United States Gypsum Company case. The 
company contended that since supervisors 
were not permitted to act as election ob- 
servers, union officers should likewise be ex- 
cluded. The union officer in the case was an 
eligible voter in the election and, according 
to N.L.R.B., had engaged in no acts of co- 
ercion of employees. 


@ “Developing an Employee Merit Rating 
Procedure” is an excellent article appearing 
in the January 1949 issue of Personnel, pub- 
lished by the American Management Asso- 
ciation. The author, Reign Bittner, director 
of personnel research, Owens-Illinois Glass 
Co., has condensed much practical informa- 
tion and presents some stimulating ideas. 


@ “Recent Trends in Industrial Pension 
Plans,” a list of selected references, has 
been published by Industrial Relations Sec- 
tion, Princeton University, Princeton, N. J. 
Price is ten cents from the publisher. 


son to the salesmen if properly handled, 
The secret is to use small signs placed a 
appropriate heights reading as follows; 
Top sign saying “Final 30 Second Check 
Up.” Immediately below a sign with 
“Would You Buy From This Guy.” Op 
the sides at correct height, small signs 
saying, ‘Suit Pressed? Hair Combed? § 
Smile? Tie Straight? Shoes Shined ?”’ At 
the bottom, ““OK—Now Get the Order.” 

Periodically, bring in outside “speak. 
ers’’ to tell about their businesses and the 
methods they use. Factory representa. § 
tives are always good bets for an inter. 
esting meeting. Not to be overlooked in 
this regard are the chief executives of 
the company, for salesmen always are in. 
terested in the affairs of their own firms, 
In addition they like to feel that the 
“boss” thinks they are important enough 
to take the time and effort to attend their 
meetings and give them a message. 

“Visual aids” are an invaluable soure 
of meeting material. Motion pictures 
showing all phases of the sales story and 
its presentation are available. Pictures 
made by the industry itself are especially 
valuable in giving the salesman a 
broader conception of the industry with 
which he is associated. By viewing the 
American Gas Association film, ‘“Win- 
ning Seals of Approval,” the salesman’s 
confidence in the equipment he is selling 
will be assured. Besides motion pictures 
there are always good new slide films 
with recordings. 

Salesmen themselves should be used. 
Not all men enjoy taking part in a pro 
gram but there are those who do, and it 
is certain that the others like to watch 
and hear what they do. Short skits are 
most effective in bringing points home. 
This is especially true in pointing up 
“errors” in technique. The skits are 
6ften humorous, a quality which in 
proper quantities is good for any meeting. 

Make direct comparison with com 
petitive equipment. Show the strength 
and weakness of each. If the competitive 
equipment is superior on some point, 
state it frankly. The men at least will 
not be caught unprepared when con 
fronted with that equipment in the field. 
This is the type of thing that quickly 
builds or destroys confidence—one of 
the qualities a salesman needs most in 
self, product and firm. 

There is a wealth of available mate 
rial that can be adapted for use in sales 
meetings in the numerous printed sales 
courses provided by the industry, as well 
as by manufac- (Continued on page 26) 
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Advance program for spring meeting shows 


an imposing array of industry and guest speakers 


Accountants ready for Detroit 








C. B. Boulet (left), who will address general 
session, and L. E. Reynolds, A.G.A. chairman 


well-balanced program for the joint 

A. G. A.- E. E. I. Spring Account- 
ing Conference in Detroit, April 11-13, 
was unveiled at a recent dress rehearsal 
of the accounting committees of the 
American Gas Association and Edison 
Electric Institute in Cleveland. The 
program is being arranged to present 
an impressive array of stimulating 
ideas, new accounting applications and 
techniques which the individual dele- 
gates can take back to their jobs. 

L. E. Reynolds, The Connecticut 
Light and Power Co., Hartford, Conn., 
and Allan G. Mitchell, Philadelphia 
Electric Co., as chairmen of the respec- 
tive accounting sections and divisions, 
have announced that the Detroit con- 
ference will feature two “all confer- 
ence” events designed to interest all 
the visiting accountants. 

The first general session on Monday 
afternoon will open with an address 
and greetings by A. V. McRee, secretary, 
Michigan Consolidated Gas Company in 
Detroit. This company and the Detroit 
Edison Company, which will act as joint 
hosts to the conference, are arranging 
special visits to many of their accounting 
departments. 

An important event on the first day 
will be an address by Professor Sumner 
H. Slichter, economist, Harvard Uni- 
versity, and chairman of the research 
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advisory board, Committee for Eco- 
nomic Development. Professor Slich- 
ter, a nationally recognized figure in 
his field, will discuss present day eco- 
nomics as they affect the public util- 
ities. He is the author of numerous 
popular and scientific papers and has 
served on the staff of The Brookings 
Institution in Washington, D. C., as a 
member of the Social Science Research 
Council, the American Economic Asso- 
ciation, and other organizations. 

The topic “What the Top Utility 
Executive Expects from the Account- 
ing Officers of His Company” has 
been selected as a leading attraction on 
the program and will be presented by 
D. A. Hulcy, president, Lone Star Gas 
Co., and second vice-president, A. G. A. 

Another headline address will be de- 
livered by C. B. Boulet, Wisconsin 
Public Service Corp., Milwaukee, Wis., 
on “It’s In the Cards . . . that Labor 
Will Continue To Press and Increase Its 
Demands. . . . Facts . . . and What We 
Should Do About Them.” 

Mr. Boulet is director of personnel 
for his company, chairman of the 
E. E. I. Industrial Relations Committee 
and an active member of the A. G. A. 
Personnel Committee. He is also a 
past-president of the National Associa- 
tion of Personnel Directors and the 
American Society of Safety Engineers. 

In addition to the nationally recog- 
nized speakers mentioned, the opening 
session will include a report of the 
joint A. G. A.-E. E. I. Accounting Em- 
ployee Relations Committee on “Office 
Working Conditions or Practices in 
Accounting Departments.” J. F. Farley, 
New York State Electric and Gas 
Corp., Ithaca, N. Y., and A. W. Smith, 
Worcester County Electric Co., Worces- 
ter, Mass., the co-chairmen of this com- 
mittee, will discuss in detail a recent 
survey on this subject. 

Beginning Tuesday morning, the 
conference will divide into two parallel 


sessions of the General Accounting 
Activities and Customer Accounting 
Activities Groups, a practice which be- 
came popular at earlier conferences. 

The General Accounting Activities 
Group with A. T. Gardner, Delaware 
Power & Light Co., Wilmington, Del., 
and W. H. Zimmer, Cincinnati Gas & 
Electric Co., Cincinnati, Ohio, presid- 
ing, will present an important pro- 
gram for all accountants interested in 
this field. Financing and investor rela- 
tions will be discussed, accounting 
techniques in rate proceedings ex- 
plained, and functional or responsibil- 
ity accounting methods described. 

A general accounting activities lunch- 
eon is scheduled for Tuesday noon with a 
prominent speaker. The Taxation Ac- 
counting Committee under Co-Chairmen 
B. S. Rodey, Jr., Consolidated Edison Co. 
of New York, Inc., and J. R. Weger, 
Consolidated Gas Electric Light and 
Power Co. of Baltimore, is handling ar- 
rangements for the luncheon meeting. 
Early in February that group met in At- 
lanta, Georgia to select an outstanding 
tax authority for the luncheon program 
and to discuss recent leading tax cases 
and individual tax problems which the 
Taxation Committee will consider on 
Wednesday morning. 


More highlights 


Another top event will be the Tues- 
day morning Materials and Supplies 
Committee meeting followed by the 
customary luncheon. This group will 
discuss the use of repeating purchase 
requisitions during the morning, and 
will hear a report on delivery of mate- 
rial and supplies to storerooms and 
jobs during the luncheon meeting. 
Motion pictures portraying the han- 
dling of materials and supplies in 
storerooms will climax and close this 
session in the afternoon. 

Tuesday afternoon and Wednesday 
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' A. B. Dilworth 


Meet the men behind the scenes 


J. G. Hoffman 


@ General Accounting Subcommittee on 
Functional or Responsibility Accounting— 
Chairman A. B. Dilworth, Northern Natural 
Gas Co., Omaha, Neb., explains his group’s 
undertaking as “A series of articles describing 
systems of responsibility accounting for small 
and large utilities. It will include a manual, 
a mechanical, and a combination manual and 
mechanical method.” The final report is to be 
released at the Spring Conference. 


@ General Accounting Subcommittee on 
Protection and Preservation of Records— 
Chairman J. G. Hoffman, Consolidated Gas 
Electric Light and Power Company of Balti- 
more, Baltimore, Md., and his group are 
studying methods for controlling, filing, pre- 


R. F. McGlone 


serving and disposing of records. The results 
of these studies will be divulged at the 
Detroit Conference in April of 1949. 


@ General Accounting Subcommittee on 
Budgeting and Forecasting—Chairman 
Donald W. Peterson, Minneapolis Gas Co., 
Minneapolis, Minn., reports that his group 
is studying the techniques used by various 
utilities in assembling and preparing all types 
of budgets and forecasts. Special emphasis is 
being given to methods of projecting or 
estimating sales volumes,and revenues, as well 
as to the importance of preparing budgets 
in this period of rapidly changing conditions. 
The completed digest will be presented at the 
1949 Spring Conference. 


@ Customer Collections Subcommittee » 
Company Practices—Chairman Harry § 
Hahn, The Ohio Fuel Gas Co., Columby 
Ohio describes his group’s undertaking ai 
follows: 


“Whenever two or more credit men frog 
different companies get together they usual} 
show an eagerness to find out what the othe 
fellow is doing. So that this common desig 
might be satisfied, an organized discussion ¢ 
various company practices is being planne 
for the Customer Collections Luncheon Meg. 
ing at the Spring Accounting Conference ty 
be held in Detroit in April.” 


Mr. Hahn appropriately has labeled this 
luncheon-table discussion ‘Talkin’ Shop.” 


@ Customer Accounting Subcommittee 
Indispensable Practices and Records—Chiair. 
man Ralph F. McGlone, The East Ohiy 
Gas Co., Cleveland, Ohio declares that his 
group is trying to develop some construc 
tive material, to be presented in an unusuyl 
and non-ponderous manner—it might eve 
be a little humorous. He appropriately 
fers to this study as the “Sacred Cow 
which he hopes will at least produce a fey 
quizzical looks at the spring meeting. It is 
rumored that this “Sacred Cow” grazes in 
strange pastures and thrives upon choice 
nectar. It is possible that at this meeting 
the “Sacred Cow” will meet a “Sacred 
Bull”. 





morning have been reserved for sepa- 
rate committee and subcommittee 
meetings covering general accounting, 
plant accounting, depreciation account- 
ing, internal auditing, and materials & 
supplies. These ‘“‘how to do it’ sessions 
continue to grow more and more popular 
with the industry’s accountants. In the 
past, lively discussions have resulted and 
the order of business this year will be on 
the same high plane. 

A second important “all conference” 
event will be the dinner meeting which 
will occupy the customary Tuesday 
evening spot on the program. 

Current tax problems will receive 
close attention at the taxation account- 
ing meeting on Wednesday morning. 
The agenda for this important session 
includes summarization of recent lead- 
ing tax cases, tax problems arising out 
of pension plan changes, capital versus 
maintenance trends in the tax field, re- 
cent federal tax proposals and develop- 
ments, and discussion of special tax 
problems. 

The Customer Activities Accounting 
Group will open its session on Tuesday 
morning with a cooperative meeting 
directed by Paul E. Ewers, Michigan 
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Consolidated Gas Co., Detroit, and 
R. G. Schneider, Virginia Electric and 
Power Co., Richmond, Virginia. This 
promises to be one of the most con- 
tributive and most outstanding cus- 
tomer activities meetings. All the cus- 
tomer committees have assisted in mak- 
ing the arrangements and a promising 
assortment of subjects and speakers is 
planned. Business office standards will 
be studied, work simplication dis- 
cussed, and the benefits from manag- 
ing a customer accounting department 
explained. Reports will be presented 
on basic collection practices and cus- 
tomer activities organization. 

Tuesday noon and afternoon of the 
customer activities session are reserved 
for luncheon meetings of the Cus- 
tomer Accounting Committee, Credit 
and Collections Committee, and Cus- 
tomer Relations Committee. Luncheon- 
table discussions have been scheduled 
and it is expected that the speakers and 
guests will “let their hair down” dur- 
ing the informal get-togethers. 

Another cooperative meeting on 
Wednesday will bring to a close the 
customer activities session. Chairmen 
of the respective committees and sub- 


committees have developed a program 
for this finale which is expected to 
keep all guests engrossed until ad 
journment time. 

The third edition of the accounting 
machine and office equipment exhibit 
which was revived during the Buffak 
meeting is expected to be even larger 
and more impressive than before. This 
exhibit alone is deemed by many « 
countants to be worth the journey t0 
the annual spring conference. 


Sales meetings 
(Continued from page 24) 


turers associated with it. With a different 
approach or presentation, even material 
presented previously can be made to see 
new. 

A most important point to consider i 
correct timing. Keep the session moving 
and close before it becomes tiring. Good 
things usually come in small packages 

Thus the sales meetings that click ate 
the ones that best show the salesmat 
how to get the order. 
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Nashville delegates will tackle sales 


problems of industrial and commercial gas fields 


Conference program completed 





or the first time in many years the 

American Gas Association Sales Con- 
ference on Industrial and Commercial 
Gas will be held in a Southern city. 
Nashville, Tenn., with its wealth of his- 
torical lore and quaint charm has been 
selected for the 1949 meeting. This an- 
nual meeting of the Industrial and Com- 
mercial Gas Section is the only com- 
bined activity that is national in scope, 
and the only Section affair that offers the 
opportunity to all industrial and com- 
mercial gas men to meet together and 
discuss the sales problems of their re- 
spective phases of the gas business. 

The three-day conference will be held 

* in the Andrew Jackson Hotel, April 5-7, 
and the program includes many of the 
timely subjects confronting gas men to- 
day. The program has been divided into 
a Commercial Gas Day on April 5, a 
general session on the morning of April 
6, and in the afternoon concurrent sym- 
posiums on industrial and commercial 
subjects. The last day, April 7, will be 
Industrial Gas Day. 

Bernard T. Franck, chairman and 
D. W. Reeves, vice-chairman, Industrial 
and Commercial Gas Section, will alter- 
nate in presiding at the various sessions. 

On Commercial Gas Day one of the 
important subjects to be discussed will 
be “Simplified Sizing for Restaurant 
Water Heaters for Dishwashers.” J. Stan- 
ford Setchell, A. G. A. assistant utiliza- 
tion engineer, will tell how this can be 
accomplished and how the gas man in 
turn can present proper sizing to a local 
contractor making water heater installa- 
tions. 

In connection with volume water 
heating, Harry B. Wilson, The Brooklyn 
Union Gas Co., and E. E. Magnuson, 
Eclipse Fuel Engineering Co., Rockford, 
lll., will jointly present a paper on ““De- 
velopments in Storageless Water Heat- 
ing.” Of special interest to gas men as- 
sociated with commercial cooking will 
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be the ‘Report on Investigation of Gas 
and Electric Commercial Kitchens” by 
Frank H. Trerably, Jr., The Philadel- 
phia Gas Works Co., and chairman, 
A. G. A. Subcommittee on Commercial 
Equipment Tests. 

Uses of gas that represent an excellent 
load factor even though they are not of 
great volume, will be discussed under an 
all-inclusive heading, “Diversified Com- 
mercial Sales.”” The talks will cover air 
conditioning, laundries, garages, bot- 
tling plants, tailor shops, apartment 
house water heating, dairies and rug 
drying by the following speakers experi- 
enced in their respective lines: L. J. 
Fretwell, Oklahoma Natural Gas Co.; 
John H. Mikula, Milwaukee Gas Light 
Co.; G. C. Evans, G. C. Evans Sales 
Co., Little Rock, Ark.; J. E. Gross, Pub- 
lic Service Electric & Gas Co., Newark, 
N. J.; A. V. Lendemann, Mears-Kane- 


Ofeldt, Inc., and G. A. Seale, Consoli- 
dated Edison Co. of New York, Inc. 

Another subject that promises to hold 
the attention of men at the conference 
will be the paper by J. Edward Coan, 
Middleby-Marshall Oven Co., on ““Mod- 
ern Gas Ovens for the Retail Bake 
Shop.” There will also be an informa- 
tive talk on ‘“Trends in School Kitchens” 
by Irene Burba, supervisor, Nashville 
city school lunchrooms. The problem of 
school feeding programs should be 
given earnest consideration by all com- 
mercial gas men. The first day’s session 
will close with a showing of the Sec- 
tion’s new moving picture, “Where Food 
is Finest.” 

The general session on Wednesday 
morning will include talks on selling 
phases of the industry by a representa- 
tive of Surface Combustion Corporation 
and by Milton J. Firey, manager, Con- 


Historic Nashville will be site of 1949 Sales Conference on Industrial and Commercial Gas 
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gress Hotel, Baltimore. During this ses- 
sion a ceremony, which is rapidly be- 
coming a tradition, will take place—the 
presentation of certificates of life mem- 
bership in The Industrial and Commer- 
cial Hall of Flame to five men for out- 
standing contributions to the Section 
and the industry. 

On the afternoon of the same day, 
concurrent symposiums on industrial and 
commercial subjects will be held. One 
symposium, presided over by L. E. Bie- 
miller, Consolidated Gas Electric Light 
and Power Co. of Baltimore, will in- 
clude case history reports on “High 
Speed Heating” presented by C. C. Eeles, 
The Ohio Fuel Gas Co., Toledo; E. A. 
Furkert, Gas Appliance Service Inc., 
Chicago; C. H. Lekberg, Northern In- 
diana Public Service Co., Hammond, 
and James Kniveton, Selas Corp. of 
America, Philadelphia. A general discus- 
sion will follow. 

Another phase of industrial applica- 
tions will be “Galvanizing by Gas” par- 
ticipated in by E. B. Freeman, Central 
Indiana Gas Co., Muncie; Paul R. 


Dryer, The Peoples Gas Light & Coke 
Co., Chicago, and E. J. Funk, Jr., The 
C. M. Kemp Mfg. Co., Baltimore, fol- 
lowed by another general discussion. 
On the commercial side of the pic- 
ture, the symposium topic will be one 


that has been the subject of grave con- 
cern throughout the gas industry. D. W. 
Reeves will preside. “‘Servicing-Southern 
Style” will be presented by Terry Hart, 
Nashville Gas and Heating Co.; Oscar 
C. Warren, Alabama Gas Co., Birming- 
ham, and K. O. Dupree, American 
Stove Co., Atlanta. General discussion 
will follow. 

In keeping with the theme of Tues- 
day’s sessions, the'topic “Selling Is Still 
Important’ will have as speakers before 
the discussion, James V. Hall, Northern 
Indiana Public Service Co., Hammond, 
as moderator; E. V. Fineran, Washing- 
ton Gas Light Co.; J. R. Delaney, The 
Cincinnati Gas and Electric Co., and 
J. D. Haverkamp, New Orleans Public 
Service, Inc. 

Industrial Gas Day on April 7 has 
both morning and afternoon sessions 
packed with timely topics. One of the 
most important aspects of industrial gas 
applications and one that should be 
given primary consideration by all in- 
dustrial gas men will be discussed by 
C. George Segeler, A. G. A. utilization 
engineer, under the heading “Protective 
Devices and Their Applications.” 

“Radiant Gas Burners” is the title of 


a paper to be presented by J. D. Keller, 
Associated Engineers, Pittsburgh. This 
will be followed by a talk on “Modern 
Core Baking Ovens” presented by 


Charles H. Barnett, Foundry Equipmen 
Co., Cleveland. 

Something new in subject matter at g 
conference will be the talk by W. B 


Food service group outlines program 


COMPREHENSIVE PROGRAM for the 

Industrial and Commercial Gas Section’s 
Food Service Equipment Committee was 
drawn up at a recent meeting of the Sales 
Promotion Subcommittee, E. V. Fineran, 
Washington Gas Light Co., chairman. 

Plans call for gas industry representatives 
periodically to check the main offices of chain 
organizations .in order to keep the gas story 
before persons responsible for purchasing 
cooking equipment. Details of this plan will 
be developed for approval by the Managing 
Committee. 

The subcommittee also approved the idea 
of a series of publications telling the ad- 
vantages of gas utilization to the volume 
cooking field. One of the booklets will be 
built around ‘‘The Alfonso Story’ concerning 


a change from electric to gas equipment and 
the results. Others will be “Sizing Wate 
Heaters” as applied to dishwashing facilities 
and the care and maintenance of commercial 
cooking equipment illustrated with cartoog § 
posters. The subject of meat shrinkage tests 
will provide material for another booklet, 
A novel “give-away” piece in the form of 
a book mark with time and temperature 
tables for restaurant cooking will be ready 
for distribution at the Restaurant Show ig 
Atlantic City this May. Each book mark will 
carry A. G. A. identification and a blue flame, 
The subcommittee also approved a survey 
to be made of member companies on the 
need for an A. G. A.-supported national sale 
campaign on commercial cooking equipment 
The campaign is being considered for 1950. 


Midwest Industrial Gas Council elects 


ERT H. ROBERTS, Minneapolis Gas Co., 

Minneapolis, Minn., was elected chairman 
of the Midwest Industrial Gas Council at the 
group's annual meeting in Chicago on Janu- 
ary 28. The session was attended by indus- 
trial gas men from all sections of the Middle 
West. 

Fred C. Utterback, Public Service Co. of 
Northern Illinois, Chicago, was elected vice- 
chairman, and Paul F. Gibson, Western 
United Gas & Electric Co., Aurora, Ill., was 
elected secretary-treasurer. 

The morning session opened with an in- 
formative talk on “Electronic Flame Protec- 
tive Devices” and ‘Underwriters’ and Fac- 
tory Mutual Requirements” by Ralph D. 


Allen, Minneapolis-Honeywell Regulator 
Company. 

Humorous cartoons and skillful showman 
ship were used by Raymond W. Fenton, The 
Peoples Gas Light and Coke Co., Chicago, 
in stressing the importance of ‘‘Publicizing 
Industrial and Commercial Gas.”” In another 
featured address, Larry Shomaker, Northem 
Natural Gas Co., Omaha, Nebr., spoke on 
“Future of Industrial Gas from Pipeline 
Companies’ Point of View.” 

The council will hold a two-day session 
in Waukegan, Ill. on June 2 and 3 under 
the sponsorship of the North Shore Ga 
Company 


New officers of Midwest Industrial Gas Council: Fred C. Utterback, Chicago (left), vice-chairman; 
Bert H. Roberts (center), Minneapolis, chairman; Paul F. Gibson (right), Aurora, Ill., secretary-treasurer 
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Barston, Gas Atmospheres, Inc., Cleve- 
land, entitled ““Gas Atmospheres in the 
Paint, Varnish, and Chemical Indus- 
tries.” This promises to be one of the 
most informative papers of the day. 

There is a large potential market for 
eficient application of gas for a highly 
specialized field in “Speeding Up Pro- 
duction in the Textile and Paper Indus- 
tries.” Possibilities for expansion of gas 
sales in these fields will be described by 
G. R. Van Kampen, Red-Ray Manufac- 
turing Co., New York. “The Surge 
Method of Paint Drying’ will be dis- 
cussed by a representative of R. C. Ma- 
hon Co., Chicago, concluding the ses- 
sion. 

On Tuesday, meetings of the Indus- 
trial Processing Committee and the 
Metals Committee will be held. The 
meeting of the Commercial Processing 
Committee will be held on Thursday, 
April 7. 

No conference would be complete 
without luncheons and dinners. On 
Tuesday, April 5, a luncheon will be 
held in the Ball Room of the historic 
Maxwell House. Guest speaker for that 
occasion will be the popular and dy- 
namic Nashville industrialist, Lipscomb 
Davis, president of the Davis Cabinet 
Company. His subject will be “What 
Makes America Great.” 

The Hermitage Hotel will be the 
scene of Thursday’s luncheon. Cecil 
Sims, a prominent local attorney will 
speak on ‘State Rights vs. State Respon- 
sibility.” Headline acts are on the bill 
for the Wednesday evening dinner en- 
tertainment (no speeches) with Minnie 
Pearl in the star role. She will be recog- 
nized by all who listen to the nation- 
wide radio program, “Grand Ole Opry,” 
and is an outstanding exponent of na- 
tive Southern wit and humor. Other acts 
will be hillbilly skits and music by Odie 
and Jodie; Jimmy Selph with his 
‘ “geetah”; and Milton Estes with his 
own band, “The Musical Millers’ in a 
“different” show. Just before the dinner 
a friendship room reception will be 
sponsored by gas appliance manufac- 
turers to round out the social evening. 

Requests for reservations should be 
made immediately to the Andrew Jack- 
son Hotel, Nashville, Tenn., for the 
1949 A. G. A. Sales Conference on In- 
dustrial and Commercial Gas, specifying 
time of arrival and time of departure. 
Be sure to include your full name and 
company affiliation. 
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Human relations 
(Continued from page 5) 


and might wreck the government that has 
offered men more material wealth and 
more freedom than any other ever con- 
ceived. 

Some of the reasons I would spend 
more time on human relations in indus- 
try, if I had my life to live over, are 
apparent. Some aren’t. The most obvious 
is that a deeper study of human relations 
would have brought more industrial 
peace to my plants, although my record 
has not been bad. On the contrary, com- 
pared to many other industrial mana- 
gers, I have been lucky to have had what 
could be called almost unbroken peace. 
But I have recognized that there were 
many things I left undone and that I 
have done many things that could have 
been carried out in a different manner 
with greater effect. 

The second most obvious reason is 
that a continuing and more thorough 
study of human relations would have 
brought me more lasting friendships 
with production workers and more real 
satisfaction from my work. Here, again, 
it is merely a matter of degree. I have 
many friends among those who work 
with me, but I could have had more. 
I’ve learned that human contacts, on the 
worker level, can be the most exciting 
and the most thrilling part of an indus- 
trial management job. 


Basic techniques 

A study of human relations gets down 
to the very bases of production tech- 
niques, of incentives and their effect on 
workers of all religions, of the various 
motives that activate our fellow-men, of 
the challenges that are implicit in almost 
every labor-management contact. 

One big thing I have learned is that 
business must dodge every hint of adopt- 
ing a paternalistic attitude toward its 
workers. 

Business men might go into humble 
homes in time of birth or death, might 
walk home with their workers, might 
send money in time of need. But if there 
is ever a hint that this is being done in 
a paternalistic spirit, for ulterior or self- 
ish reasons, the business man is in a 
thousand times worse shape, psycho- 
logically, than he would have been if he 
had never even spoken to the worker. 
Workers, I have observed, will turn on 
a paternalistic employer with more ven- 
geance than they will on one who has 
treated them harshly without any equi- 


Louis Ruthenburg, shown above at his desk, hus 
spent many years studying employee relations 


vocation through the years. 

Another big thing I have learned is 
that most workers are not motivated 
primarily by money. Most of them 
make their friendships, do their best 
work, perform well for reasons far more 
important, intrinsically, to them than the 
money they are paid. 

A third important fact I have learned 
is that strikes, or other flare-ups that tie 
production in knots, are the result of 
factors that have been at work for years. 
Few if any walk-outs can be really at- 
tributed to the obvious, surface difficul- 
ties which serve as the immediate cause. 
Nine times out of ten the sore is an old 
one and the irritation at hand—the ap- 
parent source of the trouble—is merely 
the straw that broke the camel’s back. 

Labor leaders and managers face the 
joint responsibility of carrying forward 
a great, sustained educational effort to 
convince all Americans of the basic eco- 
nomic and political facts of life: that we 
can divide only what we produce, that 
the welfare of workers, consumers and 
investors alike is dependent upon in- 
creased productive efficiency in every 
field, that we cannot have a nation half- 
Slave and half-free economically any 
more than we could have one half-slave 
and half-free politically. 

Emphasis on human relations will 
help us to assuage the incipient disturb- 
ances that can endanger our nation’s 
physical plant and its system of repre- 
sentative government. Only constant 
study of all facets of human relations— 
and constant application of tried tech- 
niques—can bring us the kind of nation 
we all want, the kind we must have if 
we are to meet constant threats to our 
security from within and from without. 
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Practical facts about 
single-point ignition 





I° order that there can be no misunder- 
standing as to what single-point igni- 
tion represents, I would like to define it 
briefly. It is an expression coined to 
identify a range ignition system whereby 
the oven and broiler burners are ignited 
from the top burner pilot so that there 
is no gas pilot burning in the oven or 
broiler compartment during the long 
periods when they are not in use. 

It is recognized that with certain top 
burner arrangements, more than one top 
burner pilot may be employed. Notwith- 
standing this, the term “single-point 
ignition” is still used, regardless of the 
number of top burner pilots. We hold 
no particular brief for this expression, 
and it is entirely possible that a better 
and more suitable name could be de- 
vised for this ignition system. 

It is my hope that this paper will 
bring to the attention of the gas indus- 
try a realization of the possibilities and 
the practical application of this ignition 
system, and that the interest so de- 
veloped will result in its early accept- 
ance and use. This presentation is in the 
form of a progress report, showing the 
present advanced status of this form of 
ignition, and demonstrating the fact that 
it is mow ready to be seriously consid- 
ered by the industry. 

We recognize that the current cam- 
paign in the publicizing and sale of gas 
ranges built to “CP” standards is an es- 
sential part of the promotional program 
of the gas industry. Of the specific 
points of advantage of such ranges, 
those pertaining to oven and broiler ig- 
nition have been, I believe, of the 
greatest interest to the industry. It is 
recognized by many in the industry that 
the performance of present ignition de- 
vices leaves room for improvement. 

There was a time when the ignition 
of the entire gas range from only a 


Presented at the 1948 American Gas Association 
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single pilot was but a glimmer in some- 
one’s eye and but a hope that might 
someday be realized. Such an ignition 
system has been considered essential by 
many gas utility men to permit the full 
and unhampered development of the 
“CP” program, and to provide the gas 
industry with a range that would meet 
every competitive situation. Such an ig- 
nition system would be an improve- 
ment over existing systems, through the 
elimination of the use of a strongly 
competitive service for performing an 
essential function in the operation of 
the gas range, as in the case of electric 
ignition; and in the case of present 
forms of gas ignition, by the reduction 
of multiple pilots to but a single pilot. 
Such are the essential advantages of 
single-point ignition. 


Background 


In the early 1930's, some thousands 
of ranges of both console and table-top 
design were installed, utilizing single- 
point ignition. On manufactured gas, 
the flash-ignition was satisfactory, but 
difficulties with the types of safety pilot 
valves then available resulted in the dis- 
continuance of this form of ignition. 
No further development work was done 
until about five years ago, when Ameti- 
can Gas Association Research Bulletins 
17 and 21 were released. After that, 
laboratory and field research work by 
utilities, range and valve manufactureers 
resulted in the present advanced state of 
development of single-point ignition. 

The results today are beyond the 


fondest hopes of five years ago. Consist. 
ent flashing from the top burner pilg 
to the oven or broiler burner is now ob. 
tained over any practical range of gas 
pressures and oven temperatures gp 
both manufactured and natural gas 
using identical flash tubes. This is in. 
deed an accomplishment worthy of the 
interest and attention of the industry, 
Before discussing in detail the success. 
ful operation of this form of ignition, 
however, I wish to point out promotional § 
advantages to the industry and customer | 
benefits resulting from its use. 

First cost—With the development of 
proper safety pilot valves, a range 
equipped with single-point ignition 
should be lower in first cost than one 
equipped with the electric ignition sys 
tems now in use, and reasonably com. 
parable to the cost of a multi-point gas 
ignition range. This depends upon the 
type of valve used, and will be discussed 
in greater detail later. 

In addition, we are not required to 
create an electric outlet every time a gas 
range built to “CP” standards is sold, 
as is the case with electric ignition. The 
cost of an electric outlet may double 
the cost of connecting the gas range. | 
must point out that with only an elec 
tric light or convenience outlet on the 
range, there is no obligation on the part 
of the utility to provide an electric out- 
let, as the range will perform all its 
functions without an electric connection. 

Operating cost—It is a reasonable as 
sumption that the gas range top burner 
pilot is fully accepted by customers and 
represents no disadvantage from a com 
petitive or operating-cost standpoint. 
The single-point ignition range con- 
sumes no additional pilot gas, depend. 
ing for its ignition entirely on the top 
burner pilot. It is lower in operating 
cost than the multi--point gas ignition 
range and fully comparable to that of 
the electric ignition range. 

Servicing cost—Based on the expeti- 
ence of the industry to date, it is reason 
able to expect that the cost of servicing 
a single-point ignition range will be 
lower than the cost of servicing an elec- 
tric ignition range. Experience over tht 
past two-and-a-half years in Philadel. 
phia with approximately 300 single 
point ignition ranges, indicates that the 
servicing expense of such ranges should 
be comparable to the cost of servicing 4 
multi-point gas ignition range. 

Customer advantages—The oven and 
broiler of the single-point ignition 
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range will ignite regardless of electric 
power failure. The oven and broiler 
compartments are at room temperature 
when not in use and hence can be used 
for storage, should the customer desire. 

No heat from additional pilots is re- 
leased in the kitchen. There is no added 
operating cost for maintaining addi- 
tional permanent gas pilots. Low servic- 
ing expense means greater customer sat- 
isfaction through uninterrupted range 
performance. 

Promotional advantages—The range 
is recognized by the gas industry as an 
appliance that is subject to heavy com- 
petitive attack. It is not only common 
sense, but good business judgment as 
well, to put ourselves in the most favor- 
able position to meet such an attack and 
to take to the field and advance against 
our opposition. Existing range ignition 
systems offer many promotional advan- 
tages to our competitors, while single- 
point ignition offers advantages only to 
the gas industry and its customers, and 
none to its competitors. 

Single-point ignition removes the 
serious promotional disadvantage of 
having a highly competitive service per- 
form an essential operating function on 
the most advanced type of gas range. 
With single-point ignition, the modern 
gas range built to ‘‘CP”’ standards, gives 
the customer complete cooking service 
regardless of the availability or possible 
failure of the electric supply. 

Single-point ignition eliminates the 
legitimate criticism of competitive sales 
agents who may point out to customers 
the personal discomfort, as well as fuel 
wastage involved, in the operation of 
multiple pilots, with the currently ac- 
cepted type of multi-point gas ignition. 

Instead of omitting reference to 
pilots or apologizing for them in the 
sale of a modern gas range built to 
“CP” standards, single-point ignition 
permits an interesting floor demonstra- 
tion of vertical flash tube ignition, that 
becomes an attractive and positive sales 
feature for the range. Experience on our 
own sales floors has indicated a lively 
and favorable customer interest in the 
flashing operation. 

In summary, I can say that single- 
point ignition possesses all of the ad- 
vantages of electric and multi-point gas 
ignition ranges, with none of their dis- 
advantages. It gives no aid or comfort 
to our chief competitor, as contrasted 
with the other two methods of ignition. 
It is my opinion that in a freely com- 
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petitive market, where all three types 
of ignition are offered without reference 
or prejudice, that single-point ignition 
ranges because of their inherent advan- 
tages will become the dominant type 
and will ultimately force the others off 
the market. 

With these advantages recognized 
and subject to but little controversy, the 
question may well be asked, ‘““Why has 
single-point ignition not been generally 
accepted by the gas industry?” It is a 
fair question, and I believe the answer 
to be as follows; 

General lack of information—Field 
experience with single-point ignition 
and knowledge of its operation has been 
limited to but a few utilities and range 
manufacturers. This presentation marks 
its official introduction to the gas in- 
dustry and has been properly delayed 
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until this system was fully ready for the 
serious consideration of the industry. 

Uncertain*y as to operation on na- 
tural gas—Many utilities and range 
manufacturers have accepted without 
question its satisfactory operation on 
manufactured gas, but believe that it 
was impractical for natural gas. It can 
be stated that today, operation can be 
obtained on natural gas comparable to 
that on manufactured gas. This removes 
the principal uncertainty connected with 
the national application of the single- 
point ignition flashing system. No longer 
is this ignition system limited to manu- 
factured gas. 

High first cost—Some sections of the 
gas industry may have been misinformed 
as to the first cost of single-point igni- 
tion. The question of first cost is en- 


tirely related to the type of valve under 
discussion. Certain designs, involving 
the automatic “cocking” of the thermo- 
couple type safety pilot, could be more 
expensive than present types. Other 
valves of the self-acting type however, 
indicate a cost reasonably comparable to 
that for multi-point ranges, and lower 
than the cost for the electric ignition 
systems currently used. 

There is no reason why valves for 
single-point ignition flashing systems 
should be unduly expensive. I am con- 
vinced that with single-point ignition 
receiving greater interest and acceptance 
by the gas industry, the ingenuity of 
valve manufacturers will be stimulated 
and lower cost valves of a suitable type 
purchased. 

Lack of development by valve manu- 
facturers—Lack of information and the 
uncertainty in the industry regarding 
single-point ignition have until now 
retarded the development of suitable 
oven safety pilot valves by recognized 
valve manufacturers. Their research has 
been largely in other fields, where 
greater gas industry acceptance has been 
achieved. As the situation exists today, 
the absence of production models of 
oven safety pilots of a type suitable for 
single-point ignition is the greatest 
hindrance to its early use. 

The problems related to satisfactory 
flashing to the oven and broiler on 
manufactured and natural gas have been 
solved and further progress "can only 
be made with the assistance of the valve 
manufacturers. I appeal to those valve 
manufacturers whose equipment is not 
now adapted to single-point ignition to 
direct their research program in this di- 
rection, in the further support of this 
program and in the advancement in the 
art of oven ignition. 

Present status at A.G.A. Labora- 
tories—I am glad to be able to state 
that substantial progress has been made 
toward incorporating single-point igni- 
tion specifications in the A.G.A. Range 
Approval Requirements. A demonstra- 
tion of single-point ignition operation 
on both manufactured and natural gas 
was made before the Domestic Range 
Approval Requirements Subcommittee at 
the A.G.A. Testing Laboratories on 
January 20, 1948, resulting in a recom- 
mendation that suitable approval re- 
quirements be developed for testing and 
approving ranges equipped with single- 
point oven and broiler ignition. 

The A.G.A. Laboratories tested ranges 
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sales ting, J. L. Moffat (left), president, Moffat, Ltd., Weston, Ontario, dem- 
onstrates cake baking on an 1898 model gas range which he designed and sold around the world. 
His son, D. R. Moffat, vice-president and general manager, shows features of the first new line of 
automatic gas ranges built to “CP” standards which the firm has announced since the last war 





so equipped in accordance with the 
Committee's recommendations and has 
prepared tentative approval require- 
ments for single-point-ignition equipped 
ranges. These have been approved by 
the Domestic Range Approval Require- 
ments Subcommittee and have been dis- 
tributed to the industry for criticism. 
We hope that in the near future ranges 
so equipped may be officially tested and 
approved by the A.G.A. Testing Labora- 
tories. 

Present status with range manufac- 
turers—A number of forward-looking 
range manufacturers have conducted 
their own research programs on single- 
point ignition. Six range manufacturers 
have a total of about 300 field installa- 
tions of single-point ignition ranges in 
Philadelphia, with some additional trial 
installations in other cities. 

In the exhibition hall at the 1948 
A.G.A. convention, six range manu- 
facturers displayed experimental single- 
point ignition ranges in their booths. 
Certain of these manufacturers are ready 
to produce single-point ignition ranges 
as soon as they can. be tested and ap- 
proved by the Laboratories under the 
newly developed A.G.A. Approval Re- 
quirements, and as soon as satisfactory 
types of safety pilot valves are available. 
With greater acceptance of single-point 
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ignition on the part of the gas utilities, 
many other range manufacturers will 
undoubtedly adopt this type of ignition. 

Operation on manufactured gas— 
Satisfactory operation of singe-point 
ignition ranges on manufactured gas is 
generally accepted by the industry. Satis- 
factory flashing in a range is obtained 
over the full scale of oven temperatures 
up to 500° F, and with gas pressures 
varying in accordance with A.G.A. test 
procedure. The flashing time to the oven 
or broiler burner level is from two to 
four seconds, with the oven burner ig- 
niting within 15 to 45 seconds after the 
cock is turned on, depending upon the 
type of valve used. 

Ample field experience has demon- 
strated complete customer satisfaction 
with this operation. Self-acting types of 
oven safety pilot valves now used on 
electric ignition and multi-point gas igni- 
tion ranges perform equally well with 
single-point ignition on manufactured 
gas. 

Operation on natural gas—Uncer- 
tainty regarding operation on natural 
gas has been the principal handicap to 
the general acceptance of single-point 
ignition by the gas industry. With the 
improvements made in flash-tube design 
over the past five years, and with the 
experience gained on manufactured gas, 





it is now possible to obtain comparable C17 
flashing results on natural gas, over the 
same wide range of temperatures and qyz 
gas pressures as with manufactured gas, 
In order to give further assurance of 
satisfactory operation on all types of 
natural gas, pure methane has also been 
used in these tests. I am glad to report 
that comparable flashing results have 
been obtained with methane as well 
even though it is recognized as one of 


the most difficult gases to flash. f 

The only difference between flashing 
on manufactured and natural gas is that he 
with natural gas it is necessary to reduce A 
or entirely shut off the flashing gas when will 
the oven or broiler is ignited. This re. Hot 
quires a modified type of safety pilot B und 
valve that is not now in commercial nica 
production by valve manufacturers, al- and 
though there are a number of experi- It 
mental valves in use that will satisfac § Dist 
torily do this. | orig 

With present designs, identical flash tion 
tubes can be used with both natural and B nam 
manufactured gas. Identical valves can engi 


be used as well, provided they are of sult 
the natural gas type. The only change is ront 
in the gas orifices used, and that is a of E 
minor matter. Elec 

Thus single-point ignition ranges will 
provide no assembly or warehousing 
problem for the range manufacturer, 
which is contrary to past opinion on 
this subject. Ranges for natural or manu 
factured gas can be produced on the 
same assembly line using identical parts 
except for orifice size. This is another) 
strong argument from the standpoint 
of the range manufacturer for the adop- 
tion of single-point ignition. : 

It is my hope that the industry will 
come to the realization that single-point 










ignition has passed from the stage of an = 
interesting experiment to the threshold 
of practical application. Further, that it 
will be recognized as a practical form Go 
of range ignition that has undisputed Co 
customer advantages, and is one that can del 
make a substantial contribution to the cor 
security and well-being of the industry. ing 
With the awakened interest and en- ! 
dorsement of the gas utilities, valve and me 
range manufacturers will contribute ing 
their share to the commercial application Co 
of this improved ignition system. I am sic 
convinced that with such support, it will 
take its proper place as a tried and ac Pu 
cepted form of gas range ignition, to A. 
the advantage of the industry and the Op 
still greater acceptance of gas for cook- lo 
ing purposes by our customers. i 
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Cincinnati delegates will honor Facob D. 


von Maur on silver anniversary of first meeting 


Distribution birthday planned 





he silver anniversary of American Gas 

Association distribution conferences 
will be held at the Netherland Plaza 
Hotel in Cincinnati, Ohio, April 4-6, 
under the joint sponsorship of the Tech- 
nical Section’s Distribution, Corrosion 
and Motor Vehicle Committees. 

In honor of the first chairman of the 
Distribution Committee who in 1924 
originated the idea of yearly distribu- 
tion meetings, the conference will be 
named for Jacob D. von Maur, former 
engineer of distribution, and now con- 
sultant, The Consumers Gas Co. of To- 
ronto. A special subcommittee composed 
of Frederick A. Lydecker, Public Service 
Electric & Gas Co., Newark, N. J.; C. S. 


and the Jacob D. von Maur testimonial, 
H. Carl Wolf, A. G. A. managing direc- 
tor, will deliver a message from the As- 
sociation. 

As one of the principal speakers of 
the conference, Dr. Leo Wolman, pro- 
fessor of economics at Columbia Univer- 
sity, will address the opening session on 
the timely subject of industrial relations. 
The speaker is a member of the research 
staff of the National Bureau of Eco- 
nomic Research, a former chairman of 
the N.R.A. Labor Advisory Board, a 
member of the National Labor Board, 
and chairman of the Automobile Labor 
Board. 

Another featured address will be pre- 


Jacob D. von Maur (left) who will be conference guest of honor; Dr. Leo Wolman and F. Glen Shoe- 
maker, speakers; F. M. Rudman and S. E. Trovard, chairmen, Motor Vehicle and Corrosion Committees 


Goldsmith, The Brooklyn Union Gas 
Co., and H. Bruce Andersen, The Phila- 
delphia Gas Works Co., chairman, has 
completed arrangements for an impos- 
ing tribute to Mr. von Maur. 

Three morning general sessions, nu- 
merous luncheon conferences, and meet- 
ings of the Corrosion and Motor Vehicle 
Committees will comprise the work ses- 
sions of the distribution meeting. 

J. M. Pickford, Northern Indiana 
Public Service Co., Hammond, chairman, 
A. G. A. Distribution Committee, will 
open the Monday general session. Fol- 
lowing greetings by W. C. Beckjord, 
president, Cincinnati Gas & Electric Co., 
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sented by F. Glen Shoemaker, chief en- 
gineer, Detroit diesel engine division, 
General Motors Corp., on the subject 
“Economy and Application of Diesel En- 
gines.” Ever growing in popularity, the 
Diesel engine is of vital interest both to 
motor vehicle men and other members 
of the Technical Section. 

Corrosion luncheons on Monday and 
Tuesday and a corrosion conference 
Tuesday morning will be conducted by 
Sidney E. Trouard, New Orleans Public 
Service Co., chairman, A. G. A. Corro- 
sion Committee. 

Luncheon conferences on construction 
and maintenance on Monday and Tues- 


day will be directed by F. J. Hall, 
Michigan Consolidated Gas Co., chair- 
man of that committee. R. J. Ott, The 
Philadelphia Gas Works Co., committee 
chairman, will preside at luncheon meet- 
ings of the meters and metering group 
on both days. 

Other luncheon conferences on Mon- 
day and Tuesday and their presiding of- 
ficers will be as follows: Distribution 
Design and Development—V. F. Bittner, 
The Peoples Gas Light and Coke Co., 
Chicago, Ill.; Work on Consumers’ 
Premises—R. B. Barger, The Hartford 
Gas Co., Hartford, Connecticut. 

Motor vehicle luncheon conferences 
on Monday and Tuesday will be di- 
rected by F. M. Rudman, Michigan Con- 
solidated Gas Co., and Linn Edsall, 
Philadelphia Electric Co., chairmen of 
the American Gas Association and Edi- 
son Electric Institute committees. A third 
luncheon meeting on Wednesday will be 
directed by J. L. Coyne, Rochester Gas 
& Electric Corp., vice-chairman, A. G. A. 
Motor Vehicle Committee. W. H. Head, 
Public Service Co. of New Hampshire, 
vice-chairman, A. G. A. committee, will 
lead a motor vehicle conference on 
Wednesday morning. 

P. W. Rogers, The Ohio Fuel Gas 
Co., will lead a joint A.G.A.-E.E.I. 
motor vehicle symposium on Tuesday 
morning, and W. H. Head, Public Serv- 
ice Co. of New Hampshire, will preside 
at a similar motor vehicle conference the 
following morning. 

L. K. Richey, Michigan Consolidated 
Gas Co., who has been active on the 
A. G. A. Accident Prevention Commit- 
tee for many years, will open the Tues- 
day general session with a talk entitled 
“Can I Turn My Back?” , 

Recent methods of automatic regula- 
tor control will be discussed by Russell 
H. Freeman, Public Service Co. of Colo- 
rado, followed by standardization of ap- 
pliance parts, (Continued on page 40) 
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50 PERCENT INCREASE in total utility 
sales of all types of gas by 1952 is fore- 
cast in a staff report of the power and utili- 
ties division, National Security Resources 
Board. In a report to Acting Chairman John 
L. Steelman, the gas industry task group 
pointed out that as long as current price re- 
lationships continue, “with gas in many in- 
stances the cheapest as well as the fuel most 
preferred for its inherent qualities, there will 
be virtually no limit to the total consumer 
demands for it. Demand trends for gas, there- 
fore, will depend largely upon the future 


N.S.R.B. Group sees increase in gas sales 


UST OFF THE PRESS is the 1949 edition 
of ‘‘Heating and Ventilating Buyers’ Direc- 
tory,” a 356-page volume covering the fields 
of air conditioning, piping, heating, refriger- 
ation, ventilating and air sanitation. The pub- 
lication is primarily a product directory listing 
the names of manufacturers or sources of 
equipment, supplies, and services. 

A new section in the directory lists local 


structures of gas, oil and coal prices in rela- 
tion to each other.” 

The report noted the industry's five-year 
expansion program which should enable total 
utility gas sales of about 4.629 trillion cubic 
feet of gas a year compared with 3.098 tril- 
lion cubic feet in 1947. The chief obstacle to 
the three-billion dollar program, the board 
said, is the continuing acute shortage of steel 
pipe. 

Members of the gas industry technical 
group which prepared the report include 
Alexander Macomber, Gas Service, Inc., Bos- 


A.G.A. on inter-society corrosion group 


HE American Gas Association is represented 
on a newly organized Inter-Society Cor- 
rosion Committee of The National Association 
of Corrosion Engineers by R. F. Hadley, Sus- 
quehanna Pipe Line Co., Philadelphia, and 


ELEBRATION was the order of the day 

at The Brooklyn Union Gas Company re- 
cently, for when last year's sales figures were 
announced it was discovered that gas water 
heater sales had far outrun the previous rec- 
ord. A total of 7,325 gas water heaters were 
sold in 1948, more than double the sales 
for prewar years and more than 48 percent 
above the 1947 figure. 

Company officials give the credit for these 
record sales to the Magic Carpet Prize 


W. R. Fraser, Michigan Consolidated Gas Co., 
Detroit. Mr. Fraser is chairman, A. G. A. 
Technical Section and a past-chairman of the 
A. G. A. Corrosion Committee. 

Some activities of the former American Co- 





Brooklyn water heater sales increase 


Thriller Contest, one of the most successful 
promotions ever undertaken by the utility. 
The contest opened April 1, 1948 and closed 
on October 16. Its success was due largely 
to the close coordination of such factors as 
newspaper advertising, broadsides, manufac- 
turer cooperation, extra sales efforts of 
dealers and salesmen. 

As a result of this coordination the con- 
test’s target of 7,000 water heater sales in 
1948 was met and passed. 











































Members of The Brooklyn Union Gas Company and manufacturer representatives who participated in 
the utility's Magic Carpet Prize Thriller Contest. Standing (left to right): W. H. Harper, H. A. Diek- 
mann, J. J. Blanchfield, E. H. Perry, T. O. Mikolasy, J. B. Frost, C. Wilkinson, G. Hutter, and S. L. Bowen. 
Seated (left to right) D. P. Carlin, J. A. Reynolds, B. O. Brown, J. E. Heyke, Jr., J. J. Deely, W. B. Hew- 
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son, D. S. Whamond, J. F. Howley, and M. H. Lundon, Jr. The 1948 contest resulted in record sales 






Heating and ventilating directory published 





sales representatives and branch offices of map. 
ufacturers. A trade-name section includes both 
current and obsolete trade names together with 
the products with which they are associa 
and names of the manufacturers. 

The directory is published by The Industri 
Press, 148 Lafayette Street, New York a 
N. Y., and sells for one dollar. 








ton, chairman; W. E. Caine, Texas Eastem 
Transmission Corp., Shreveport, La.; J. A 
Farber, The Peoples Gas Light and Coke Co, 
Chicago; Leslie T. Fournier, Panhandle East 
ern Pipe Line Co., New York; John Heyke 


The Brooklyn Union Gas Co., New York 
C. E. Loomis, The Columbia Gas System 
Inc., New York; H. V. Wakefield, Jr., Ten. 
nessee Gas Transmission Co., Houstop, 


Texas, and Roy A. Wehe, Pacific Coast Com. 
panies, San Francisco, California. 

The report was submitted by Edward 
Falck, chief consultant on power and utilities, 


ordinating Committee on Corrosion and the 
N.A.C.E. Committee on Relations with Other 
Technical Societies, will be carried on by the 
new group which succeeds both of the older 
committees. 






West Virginia pipeline 


TLANTIC SEABOARD CORPORATION 
and Virginia Gas Transmission Co, 
Charleston, W. Va., both subsidiaries of The 


Columbia Gas System, Inc., have been au 
thorized to construct additional natural gas 
transmission facilities to supply increased re- 
quirements of existing customers in West Vir- 
ginia, Virginia, Maryland, and District of 
Columbia. 

Authorized are 268 miles of 26-inch pipeline 
extending from Clendenin, W. Va. to Rock 
ville, Md., a multiple crossing of the Potomac 
River near Rockville, and additional measur 
ing and regulating equipment at various points 
on the line. Total cost of the facilities is est 
mated at $20 million. The line is to be com 
pleted by March 1, 1950. 


Back issues wanted 


(pe wermigraed regarding copies of the 
following American Gas Association pub 
lications which are available for sale should 
be directed to E. S. Pettyjohn, director, Ir 
stitute of Gas Technology, 3300 Federal St, 
Chicago 16, Ill.: (1) A. G. A. Proceedings 
for 1936, 1938, 1939, 1942, 1943, and 1944, 
(2) A. G. A. Natural Gas Department Pro- 
ceedings for 1933, 1934, 1942 and 1943, (3) 
A. G. A. Technical Section Sessions for 1920 
and 1922. 
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A.G.A. at Heating and Ventilating Show 


-ERICAN 


Clifford E. Hall, A.G.A., explaining recent American Gas Association exhibit in Chicago to Harold 
Brownell, Joseph Volkstorf, Jr., David Monson, and Gus Mazarakis, all of The Peoples Gas Light & 
Coke Company. Display showed anticipated increase in daily plant capacity of gas utility industry 


Transcontinental gets line pipe 


Claude A. Williams (left), president, Transcontinental Gas Pipe Line Corp., and Lloyd Earl, vice- 
president in charge of production for Consolidated Western Steel Corp., talking over production 
problems concerning the pipe for 1,840-mile natural gas pipeline which will be constructed from 
Texas to New York. More than 470,000 tons of steel comprising 20,000 carloads will be required 


New building opened in Montana 


This modern new headquarters building has just been completed for Billings Gas Company 


NE OF THE MOST MODERN public president, treasurer and general manager of 
utility buildings in the Northwest has the company. 
just been completed and occupied by Billings Of reinforced concrete construction, the 
Gas Co., Billings, Montana. J. E. Moore is new structure contains approximately 11,500 
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square feet of floor space plus an auditorium, 
and is entirely fireproof. Novel features in- 
clude a pneumatic conveyor system for mov- 
ing papers between offices, a paging system, 
and movable steel partitions to permit easy 
rearrangement of office space. A customer 
interview room next to the lobby and adja- 
cent to the teller space is connected by inter- 
com with all the customer accounting de- 
partments. 

Designed primarily for employee instruc- 
tion and training, the auditorium is equipped 
for projection of sound movies, slides and 
strips, and is also available for civic and 
community meetings. Grand opening of the 
building was marked by an “open house” 
attended by approximately 1,000 persons de- 
spite sub-zero weather and 12 inches of snow. 

Since natural gas was introduced into Bill- 
ings in 1922, the number of gas customers 
has risen from 2,207 to 12,358, and the an- 
nual sendout from about 67 million cubic 
feet to more than four billion cubic feet. 


Gas measurement report 


HE REVISED 1948 EDITION of “Gas 

Measurement Committee Report No. 2,” 
prepared by the Gas Measurement Subcom- 
mittee of the Technical Research Committee 
of the Association's Natural Gas Department, 
is now available from A. G. A. Headquarters 
at $1.50 a copy. 

Originally issued in 1935 and reprinted in 
1945, the report contains recommendations 
covering the use of orifice meters in the meas- 
urement of natural gas. An errata sheet with 
corrections included in the new edition will 
be sent free of charge to persons who wish 
to bring the 1945 edition up-to-date. 


Philadelphia utility avoids 


HILADELPHIA ELECTRIC COM- 

PANY’S 8,000 employees rounded out a 
full year of work in 1948 without a single 
fatal accident, according to Roy M. Godwin, 
director of safety. The last fatality occurred 
in November 1947. 

The past year was the third in the com- 
pany’s history during which no fatalities were 
suffered among its employees. The previous 
safety records were made in 1941 and 1944. 


Gas street lamps 


WO MEMBERS of the American Gas As- 

sociation would like to secure old-fashioned 
gas street lamps for home decorative purposes. 
Anyone who can supply information about 
these lamps, including cost, condition, and lo- 
cation, please get in touch with the following: 

Buell Duncan, vice-president, South Atlan- 
tic Gas Co., Orlando, Fla., who wants two 
gas street lamp frames to install in front of 
his home, and Lloyd C. Ginn, sales promotion 
manager, American Stove Co., 1641 South 
Kings Highway Blvd., St. Louis 10, Mo., who 
is looking for one gas street lamp complete 
with standard and frame. 








Close-up of new safety lighting unit designed 
to prevent entrance of hazardous atmospheres 


Air-pressure safety lighting unit devised 


A NEW kind of safety lamp with possibili- 
ties for gas industry use has been an- 
nounced. The fixture is of the enclosed type 
designed for operation with air pressure 
(about ten p.s.i. above atmosphere) in the 
lamp compartment to prevent the entrance of 
surrounding hazardous atmospheres. If for 
any reason the air pressure within the fixture 
falls below 31 p.s.i., the lamp circuit is auto- 
matically interrupted by pressure-operated 
switches installed within the lamp compart- 
ment. 

The reflector has a homogeneous, non-cor- 


rosive finish and is designed to give an g 
percent reflectant coefficient. Lenses are heat. 
resistant and tempered. Maximum equilib 
rium temperatures range from 74° C at th 
top of the reflector to 121°C at the bottop 
of the lens at a 27° C ambient. Over-all dj. 
mensions of a 200-watt unit are approxi. 
mately 12 inches in greatest diameter by 2 
inches in height. 

Further cetails of the safety lamp can kk 
obtained from Safe Lighting, Inc., 90-16 As 
toria Blvd., Jackson Heights, New York. 


Pittsburgh Group proud of safety record 


EARLY 2,600 EMPLOYEES of the seven 

associated gas companies forming the Pitts- 
burgh Group of The Columbia Gas System, 
Inc., reported an excellent safety record in 
1948. According to W. H. Adams, safety di- 
rector, the average accident frequency rate 
throughout the five-state area served by Group 
companies last year was 8.07. This figure rep- 
resents the number of lost-time accidents per 
million manhours worked. 

Mr. Adams indicated that the frequency 


Gas corrosion subjects listed 


TLES of papers to be delivered tenta- 

tively at a gas industry symposium during 
the 1949 conference of the National Associa- 
tion of Corrosion Engineers have been an- 
nounced by Dr. N. E. Berry, Servel, Inc., 
Evansville, Ind., chairman of the technical 
program committee. The conference will be 
held in Cincinnati, Ohio, April 11-14, with 


the gas industry symposium on April 14. 
“Cathodic Protection of Gas Distribution 
Systems” will be discussed by A. W. Peabody 
and C. L. Woody, Ebasco Services Inc., New 
York; “Preparation of Reconditioned Pipe 
Surfaces for Effective Application of Bitu- 
minous Coatings,” by O. C. Mudd, Shell Pipe 
Line Corp., Houston, Texas; “The Use of 


Laboratories safety booklet available 


|MPORTANT SAFETY SUBJECTS such as 

good housekeeping, fire prevention and con- 
trol, explosion and avoidable personal injuries, 
are discussed in the booklet “Safety is our 
Business!" published by the Safety Committee 
of the American Gas Association Testing Lab- 
oratories. Copies of this publication, which 
was prepared for use by the staff and by 
visiting manufacturer representatives, are still 
available from the Laboratories. 

The booklet consists of the various gases 
employed in Laboratories operations and rec- 


ommends precautions to be observed in their 
handling. Instructions for the proper installa- 
tion and operation of various types of appli- 
ances in the course of their examination and 
testing, are outlined. The safety booklet em- 
phasizes that laboratory operations are hazard 
free if properly performed, and closes with 
brief instructions for emergency first-aid 
measures. 

The Laboratories have been inseparably 
identified with safety since they began oper- 


A.G.A. Great Lakes Personnel conference 


} free spring meeting of the Great Lakes Per- 
sonnel Conference of the American Gas 
Association will be held at the Palmer House, 
Chicago, on March 11, according to L. A. 
Brandt, director of employee relations, The 
Peoples Gas Light and Coke Co., Chicago, 
and chairman, A.G.A. Personnel Committee. 

Dr. Raleigh Stone, head of the industrial 
relations department, University of Chicago, 
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will be the guest speaker at the meeting to 
which all personnel executives in the Great 
Lakes area are invited. 

Fred R. Rauch, vice-president and director 
of industrial relations, The Cincinnati Gas 
and Electric Co., has been appointed chair- 
man of a nominating committee to present a 
slate of officers for the Great Lakes Person- 
nell Conference for the coming year. Other 


rate for all industries reporting to the Ne 
tional Safety Council was 13.26, and for the 
gas industry as a whole was 22.05. 

Nearly 260 employees in two distribution 
districts of The Manufacturers Light and Heat 
Company worked a total of 455,818 hours in 
1948 without a single lost-time accident. More 
than 100 employees in three gas production 
and transmission divisions worked a total of 
136,456 hours last year with a perfect safety 
record. 


the Thermo Generator for Cathodic Protec. 
tion,” by H. J. Findley, Eaton Manufactur. 
ing Co., Cleveland, Ohio; “Field Tests of 
Sodium Chromates and Alkalies for Con 
trolling Corrosion in Gas-Condensate Wells,” 
by C. Kenneth Eilerts, Bureau of Mine, § 
Bartlesville, Oklahoma. 


ations. In fact the principal reason for theit 
establishment was to provide an agency for 
the testing and approval of gas-burning appli- 
ances in the interest of public safety. In th F 
testing of appliances submitted for approval, 

national safety requirements based on th & 
American Standard Gas Safety Code are ap 
plied. All models approved must display the 
registered A. G. A. Laboratories Approval 
Seal which bears the legend, “Approved— 
Complies with National Safety Requirements.” 


members of the committee which will nom 
inate officers at the March 11 meeting at 
Clifford B. Boulet, director of personnel, 
Wisconsin Public Service Corp., and David 
R. Edwards, director of employee relations, 
Columbia Engineering Corp., New York. 
The A.G.A. Great Lakes Personnel Confer 
ence is the most recently organized of the 
Association's regional conferences. 
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A.G.A. spurs drive 


(Continued from page 4) 


1,100,000 electric storage water heaters 
were sold—a ratio, of 1.6 to one in favor 
of gas. 

A serious challenge to the automatic 
as water heating load recently was 
raised by the electric utilities with a 
powerful national consumer activity “to 
sell a method of living—the electric 
way.” Spearheading this drive is “The 
All-Electric Kitchen Promotion Pro- 
gram” offered by the Edison Electric In- 
stitute. All branches of the electric in- 
dustry—utility, manufacturer, whole- 
saler and retailer are being encouraged 
to tie in actively. 

In general, the entire program sells 
the electrical method of living, rather 
than specific appliances or individual 


brands. In announcing it, E.E.I. said that 
it will “create the urge to own and the 
desire to use more electrical appliances, 
to the exclusion of other fuels.” 

With this challenge of a competitive 
fuel in mind, Mr. Gorman summed up 
the situation as follows: “The gas in- 
dustry, the manufacturers and their out- 
lets certainly are not going to take any 
nap! This year calls for an aggressive 
sales approach, and we are all set to 
widen the sales ratios to a more favor- 
able picture for gas as a fuel for good, 
adequate, flexible, hot water service.” 

“All gas water heater salesmen and 
dealers this year are being enlisted to 
concentrate on selling customers hot 
water heating service, ‘tailored-to-fit’ 
individual needs,” Mr. Gorman de- 
clared. “No two families require the 
same hot water services, and the supply 
of hot water must be arrived at on the 


basis of the number of people in the 
house, how many baths and showers are 
in use, what household requirements 
have to be met. All of these requirements 
are best filled with a gas automatic water 
heater. 

“Just as a salesman sells the required 
size of refrigerator, or a range for a par- 
ticular home so will the 1949 gas water 
heater salesman sell the proper-sized au- 
tomatic gas water heater.” 

Gas utilities are urged to tie in with 
the “Court of Flame’’ drive by sending 
their registrations to contest headquar- 
ters at Gas Appliance Manufacturers As- 
sociation in New York, and by register- 
ing all gas water heaters that have been 
sold since January 1. 

All gas company sales personnel and 
promotional forces should be mobilized 
in the campaign to protect and expand lu- 
crative automatic gas water heating load. 





OBITUARY 


V. J. Altieri 


chief chemist, Eastern Gas & Fuel Associates, 
Everett, Mass., a past-chairman of the Ameri- 
can Gas Association Chemical Committee, 
died on February 10. 

Mr. Altieri was born in Boston and gradu- 
ated from the Massachusetts Institute of Tech- 
nology in 1923 with a B.S. degree in chemi- 
cal engineering. He then worked at M.L.T. 
as a research associate until he began work 
at New England Fuel and Transportation 
Company (now Eastern Gas & Fuel Asso- 
ciates) in 1924. From then until his death, 
his life was occupied by the development and 
operation of a modern coke plant and coke 
laboratory. His career was devoted to build- 
ing a system of laboratory operation which 
depends for its authenticity on a sound base 
in the fundamentals of science and close co- 
operation with authorities throughout the 
world in the field of materials testing. 

He served as chairman of the A. G. A. 
Chemical Committee in 1943-1944, and as 
member and chairman of numerous subcom- 
mittees from the time he joined the Associa- 
tion about 25 years ago. He also helped to 
complete a much-needed revision of the Gas 
Analysis and Light Oils Sections of the Gas 
Chemists Handbook. He was the author of 
well-known technical articles on coal expan- 
sion, stresses and strains during carboniza- 
tion, and selections of coals for wartime 
carbonization. 

Mr. Altieri was an active member of the 
American Gas Association, The New England 
Gas Association, American Society for Test- 
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ing Materials, A.S.T.M. New England Dis- 
trict Council, American Chemical Society, 
American Institute of Chemists, and American 
Coke and Coal Chemicals Institute. 

He joined the American Society for Test- 
ing Materials in 1934 and at the time of his 
death was vice-chairman, Committee D-16 on 
Industrial Aromatic Hydrocarbons, a member 
of Committee D-3 on Gaseous Fuels, a con- 
sulting member of Committee D-5 on Coal 
and Coke, and chairman, New England Dis- 
trict Council. 


William L. Ransom 


for many years recognized as an authority on 
municipal and public utility as well as inter- 
national law, died of a heart attack on Feb- 
ruary 19 while attending a conference at Har- 
vard Law School. 

Mr. Ransom graduated from Cornell Law 
School in 1905 and practiced law in James- 
town, N. Y., until 1907. Since moving to New 
York City in 1907, he held many civic and 
judicial positions including assistant secretary 
of the Public Service Commission from 1911 
to 1913; justice of the City Court from 1914 
to 1917, and chief counsel for the Public 
Service Commission for the First District in 
1917 and 1918. 

In 1919 he was retained by Consolidated 
Gas Company of New York to represent it in 
litigation connected with the famous “80- 
cent” gas case before the Federal courts and 
was instrumental in bringing the case to a 
successful conclusion. For the past 30 years 
Mr. Ransom and his firm have been attorneys 
for Consolidated Gas and its successor, Con- 
solidated Edison Co. of New York, Inc., not- 
ably in rate and labor-management matters. 

Mr. Ransom played an active part in the 
formation of the American Gas Association 
and served as chairman, A. G. A. Rate Funda- 
mentals Committee for several years. He was 


president of the American Bar Association in 
1935 and 1936; editor-in-chief of the Ameri- 
can Bar Association Journal from 1946 to 
1948, and a frequent contributor to law and 
economics periodicals. 

In 1945 he was advisor to the United States 
representative to the Permanent Court of In- 
ternational Justice at the San Francisco Con- 
ference. He was a member of the Council on 
Foreign Relations, the American Society of 
International Law, the International Law As- 
sociation, the International Bar Association and 
many other bar associations and legal societies. 

Mr. Ransom’s first wife died in 1941. He is 
survived by four children, Mrs. Laurence W. 
Fattfax, William L., Jr., Robert C. and Mary 
L., and by his widow, Mrs. Elizabeth Erick- 
son Ransom to whom he was married in 1944. 


Howard S. Christman 


sales manager, The Philadelphia Gas Works 
Co., died suddenly at his home in Devon, 
Pa., Thursday evening, February 17, 1949. 
Mr. Christman had served with the company 
39 years, 16 of them as sales manager. 

He was a past-president of the Pennsyl- 
vania Gas Association and had been active 
on many committees of the American Gas 
Association. At the time of his death he was 
a member of the A.G.A. National Advertis- 
ing Committee. He was a graduate of Penn 
Charter School and the University of Penn- 
sylvania. 

He is survived by his wife, Mary Abbott 
Christman; three daughters, Mrs. Henry D. 
Beyea, Villanova; Mrs. Walter B. Shaw, 
Penn Wynne; Mrs. Benjamin L. Statzell, 
Wynnewood; a sister, Alice Christman, Phil- 
adelphia, and two brothers, Albert Christ- 
man, Philadelphia, and William Christman, 
West Collingswood, New Jersey. 





Consolidated Edison elects board chairman 


ALPH H. TAPS- 
COTT, president, 
Consolidated Edison 
Co. of New York, Inc. 
since 1937 was elected 
Wednesday, February 
23 to the newly-cre- 
ated post of chairman 
of the board. Mr. 
Tapscott continues as 
chief executive officer 
of the company. 
He is succeeded as : 
H. R. Searing president by Hudson R. H. Tapscott H. C. Forbes 
R. Searing, executive 
vice-president of the company since 1944. 
Harland C. Forbes, a vice-president since 1917 as assistant chief electrical engineer. He 
1945, was elected executive vice-president. was made electrical engineer in 1925 and vice- 
Mr. Tapscott joined The New York Edison _ president, The New York Edison and United 
Co., a predecessor of Consolidated Edison, in Electric Light and Power Companies in 1932. 
When these companies were merged into Con- 
solidated Edison in 1936 he retained the post 
of vicé-president. In 1937 he was elected pres- 
ident and a trustee and in 1942 became chief 
executive officer. 
p | From 1942 to 1946 he served as president of 
e cS @ if qd the New York Steam Corp., a subsidiary. He 
is now a director of that company as well as 
all other Consolidated Edison System Com- 


panies. 
q f Mr. Tapscott received a B.S. degree in elec- 


trical engineering from Union College in 
1909. 
a Mr. Searing joined The New York Edison 
0 t h e rW S e Company in 1909 as a telephone operator. He 
transferred to The United Electric Light and 
Power Company and became a cadet engineer 





Southern Indiana names vice-presidents 


LECTION of A. B. Brown as vice-presi- of system electric and gas operations as well 
dent and operating manager, and C.gK. as all engineering and construction. 
Graham as vice-president and commercial Mr. Graham began his utility career in 
manager, Southern Indiana Gas & Electric 1922 with Springfield Light Heat and Power 
Co., Evansville, Ind., has been announced by Co., Springfield, Ohio. In 1930 he was trans- 
F. B. Culley, president. ferred to Southern Indiana Gas and Electric 
Mr. Brown graduated in 1923 from Mon- Company as commercial manager. 
tana State College and has been active in Mr. Graham is a director of the Indiana 
committee work with the Indiana Gas & Gas and Electric Associations and a past- 
Electric Associations. In 1932 he was ap- president of the latter organization. He is also 
pointed superintendent of electrical produc- a member of the American Gas Association 
tion and in 1943 assumed the duties of gen- All-Year Gas Air Conditioning Committee. 
eral superintendent. He has general charge At a meeting on January 24 the following 


Three manufacturers form AGE firm 


a ORMATION of | fields, all of which previously were subsidiaries 
Affiliated Gas of Dresser Industries, Inc. These are Bryant 
Equipment, Inc., with Heater Co., Cleveland; Day & Night Manu- 
headquarters in Cleve- facturing Co., Monrovia, Calif., and Payne 
land, Ohio, has been Furnace Co., Beverly Hills, California. Five 
announced by Lyle C. major producing plants are merged in this 
Harvey, president and __ single organization and will manufacture a 
_ general manager. complete line of gas-fired equipment for both 
The new organiza- heating and water heating in the residential, 
tion brings together commercial and industrial markets. 
under single manage- President Lyle Harvey, who is general man- 
ment, three pioneer- ager and a director of AGE, is also general 
ing firms in the gas manager of the Bryant Heater Division. He is 
heating and allied a past director and Advisory Council member 








in 1916 and assistant electrical engineer 
1923. In 1932 he was appointed general 
perintendent of distribution for the Edisy 
and United Companies. 

In 1939 Mr. Searing was made engineer g 
operation for Consolidated Edison and ; 
1940 was elected a vice-president. He hy 
been a trustee of the company since 1944, 5 
is a director of all Consolidated Edison Sys 
tem Companies and chairman of the board ¢ 


the Consolidated Telegraph and Electrig) 


Subway Company. 

Mr. Searing received a B.S. degree in de. 
trical engineering from Cooper Union jy 
1916. 

Mr. Forbes joined The New York Edis 
Company in 1924 as assistant to the chief ele. 
trical engineer. He became research engine, 
in 1928 and system engineer in 1932. He wy 
elected an assistant vice-president of Consol. 
dated Edison in 1940 and a vice-president jy 
1945. He was made a trustee of the compap 
in 1948. 

Mr. Forbes is chairman of the System f 
nancial Advisory Committee and a vice-preg. 
dent and director of the New York Steap 
Corporation. He is a director, Westcheste 
Lighting Company and Yonkers Electric Ligh 
and Power Company. He has served on com. 
mittees of the American Institute of Electric 
Engineers, the Association of Edison Illum 
nating Companies and the Edison Electric lp 
stitute. 

Mr. Forbes was graduated from the Unive. 
sity of New Hampshire in 1921 with a BS 
degree, and received an S.M. degree from 
Massachusetts Institute of Technology in 1923 


three directors resigned from the company: 
Justin R. Whiting, New York; G. H. Boume, 
New York; J. A. Brown, Jackson, Michigan. 
They were replaced by Walter H. Dreier, 
Evansville; Kenneth H. Weyerbacher, Boon 
ville, and Walter G. Koch, Evansville. 

W. B. Tippy, New York, a vice-president 
but not a director, also submitted his resign 
tion. These changes in personnel of the boatd 
were part of The Commonwealth and South 
ern Corporation’s program to divest itself df 
common stock interest in Southern Indian 
Gas and Electric Company. 


of the American Gas Association, as well & 
a director and past-president of the Gas Ap 
pliance Manufacturers Association. 

Associated with Mr. Harvey are other 
names of importance in the gas industry and 
heating field. Philip W. Scott, formerly sec 
retary-treasurer, Bryant Heater Co., occupiés 
a similar post with the new AGE. W. J. 
Bailey, Jr., is also a vice-president and dire 
tor of AGE while serving as general managet 
of the Day & Night Division. E. L. Payne, 
general manager Payne Furnace Division, & 
a vice-president and director of AGE. 
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Loomis made Michigan vice-president 


EWELL E. LOOMIS has been elected vice- 

president—sales manager, Michigan Con- 
solidated Gas Co., Detroit, according to an 
announcement by William G. Woolfolk, chair- 
man, and Henry Fink, president of the company. 

Mr. Loomis, who has been sales and ad- 
vertising manager for the Detroit district 
since 1932, will be in charge of sales and 
advertising for all districts of the company. 
He is one of the utility's oldest employees, 
having started as a stenographer in the “new 
business” department more than 40 years ago. 

Since 1910, Mr. Loomis has served the 
company in various capacities including clerk 
in the coke department, secretary to the sales 


and purchasing man- 
ager, superintendent 
of coke sales, and as- 
sistant sales manager. 

Mr. Loomis is a 
former president of 
the Michigan Gas As- 
sociation and an ac- 
tive member of the 
American Gas Associ- 
ation for 40 years. He 
is also a member of 
American Marketing Association, Public 
Utilities Advertising Association, and Na- 
tional Federation of Executives. 


N. E. Loomis 


Southern Counties appoints sales manager 


LOYD S. PARMENTER has been ap- 

pointed to the newly created position of 
manager of sales, Southern Counties Gas Co., 
Los Angeles, Calif., according to an announce- 
ment by Vice-President Norman R. McKee. 
Mr. Parmenter will take over management of 
all appliance sales and collateral activities in 
the sales department. 

Clyde H. Potter, formerly appliance sales 
manager, has been assigned to public relations 


work under Vice-President McKee, with the 
title of special assistant. 

Mr. Parmenter was employed by Southern 
Counties Gas Company in 1934 as a salesman 
in the then Monrovia District. He was trans- 
ferred to the company’s eastern division on 
December 8, 1941 as sales supervisor, retain- 
ing that position until 1945 when he became 
assistant manager of appliance sales. He is a 
member of the American Gas Association. 


Union Gas president announced 


a F. JOHNSON who has served 
approximately ten years as vice-president, 
Union Gas System, Inc., Independence, Kan., 
has been elevated to the presidency of that 
company succeeding the late Paul R. Johnson 
who died December 17, 1948. 

The new president, a nephew of the late 
Mr. Johnson, graduated from the school of 
engineering at the University of Kansas in 
1927. He spent the following three years with 
an engineering firm on construction of major 
pipelines in the Southwest. Between 1930 


Millard, Kievenaar move up at 


N. R. Millard H. A. Kievenaar 


WO ORGANIZATIONAL CHANGES in 
the sales department, Boston Consolidated 
Gas Co., has been announced by John J. 
Quinn, vice-president. Norman R. Millard, 
superintendent of domestic sales since Oc- 
tober 1945, has been named superintendent 
of the company’s promotional divisions. 
Henry A. Kievenaar, who has headed the 
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and 1936 he worked 
with the Canadian 
River Gas Co., Ama- 
rillo, Texas, on the 
pipeline from Ama- 
rillo to Denver. 

Mr. Johnson joined 
Union Gas System, 
Inc., in 1936 and is 
a member of the 
American Gas Asso- 
ciation. 


H. F. Johnson 


Boston 


apartment-builder, dealer sales divisions since 
June 1946, will now add to his duties all 
other residential sales and district sales of- 
fice activities. 

Grouped in the promotional divisions are 
advertising, directed by Mrs. Beryl P. Kim- 
ball; display, directed by Harold R. Gleason, 
home service, directed by Susan A. Mack; 
and all sales training activities. 

Frank D. Hackett will be assistant super- 
intendent of the residential sales department, 
working with Mr. Kievenaar. W. J. Bourke 
and G. C. Schmidt will be district super- 
visors; David J. Lear, director of dealer 
sales; C. D. Goldrick, director of builder 
sales, and E. D. MacPherson, director of 
apartment sales. 

Charles H. O'Donnell will continue as 
superintendent of the development divisions 
responsible for sales and appliance engineer- 
ing. 

Mr. Millard and Mr. Kievenaar are both 
members of the American Gas Association. 


A.G.A. officer honored 


p A. HULCY, second vice-president, Ameri- 
. can Gas Association, and president, Lone 
Star Gas Co., Dallas, Texas, received further 
national recognition and a new title last 
month. In a February article entitled ‘The 
Dydamic Men of Dallas,” Fortune Magazine 
photographed Mr. Hulcy in New York dur- 
ing a recent trip for Dallas. 

The article described Mr. Hulcy as “‘the 
city’s (Dallas’) ace drummer. President of 
the Chamber of Commerce, he is also presi- 
dent, vice-president, director or trustee of 33 
other civic boards. On the side he runs a 
large gas company.” 


Erhard joins Anderson Stove 


NEW EXPANSION PROGRAM aimed at 

increasing the distribution and sales of 
Anderson gas ranges was announced Febru- 
ary 1 coincident with the appointment of 
Herbert C. Erhard as sales manager, Ander- 
son Stove Co., Anderson, Indiana. 

Mr. Erhard has been associated with the 
gas appliance business for more than 34 
years. He has been active in the American 
Gas Association for many years as a member 
of the Food Service Equipment Committee, 
Industrial & Commercial Gas Section. 


Philadelphia advances Jones 


H. JONES, division superintendent, 

. Philadelphia Electric Company at Mor- 
ton, Pa., has been named purchasing agent 
for the utility. 

Mr. Jones joined the company as a junior 
engineer following his graduation as a mechan- 
ical engineer from Cornell University in 
1926. He later became, successively, gas su- 
perintendent and electric superintendent at 
Morton and division superintendent at 
Coatesville. He was transferred to the post of 
division superintendent at Ardmore in 1939, 
and has been division superintendent at Mor- 
ton since 1943. 


Elizabethtown promotes 


ENRY H. ROHRS, 

formerly assistant 
to the vice-president, 
was elected treasurer, 
Elizabethtown Con- 
solidated Gas Co. 
Elizabeth, N. J. on 
January 11. 

Mr. Rohrs is a 
graduate in business 
administration of Le- 
high University. He 
is an active member 
of the American Gas 
Association, and a di- 
rector of the New Jersey Gas Association and 
the New Jersey Utilities Association. 

Up to the time of his appointment as 
assistant to the vice-president, he was in 
charge of the company’s house heating de- 
partment. 


Henry H. Rohrs 








Elizabeth Sweeney weds 


LIZABETH SWEENEY, a past chairman 
of the American Gas Association Home 

Service Committee, was married on January 
29 to Dr. Leo John Herbert in New York 
City. 

Currently household equipment editor, Mc- 
Call’s Magazine, Miss Sweeney was for a 
number of years director of home service for 
the Central New York properties of the As- 
sociated Gas & Electric System. 


Dashiell honored 


HE HONORARY 

DEGREE of doctor 
of engineering has 
been awarded by Ste- 
vens Institute of 
Technology, Hobo- 
ken, N. J., to Philip 
T. Dashiell, consult- 
ant on synthesis and 
city gas processes for 
United Engineers & 
Constructors, Inc, 
Philadelphia. 

Mr. Dashiell is re- 
sponsible for the ini- 
tial development in 
the early 1920's which led to the general use 
of heavy oils in the manufacture of car- 





P. T. Dashiell 


buretted water gas, one of the most important 
economic developments in the industry. 

He has been awarded the American Gas 
Association’s Beal Medal and Distinguished 
Service Award, and the Franklin Institute's 





Walton Clark Medal. As first chairman g 
the A. G. A. Gas Production Research Com, 
mittee, Mr. Dashiell directed the revitalize 
and enlarged production research activitig 
under the industry’s PAR program. 





Distribution conference 
(Continued from page 33) 


equipment and tools, by G. B. Johnson, 
Minneapolis Gas Co., and W. C. Peters, 
Northern States Power Co., St. Paul, 
Minnesota. 

G. E. Griffin, The Brooklyn Union 
Gas Co., will speak on demand meter- 
ing; while P. G. Bruck, The Peoples 
Gas Light and Coke Co., will discuss 
standardization of service and riser. Final 
topic on the Tuesday morning program 
will be an analysis of current trends in 
“charge for service’’ practices, by J. M. 
McCaleb, Citizens Gas & Coke Utility, 
Indianapolis. 

The Wednesday morning general ses- 
sion will open with a talk about effect on 
meters of a change to mixed or natural 
gas, by W. J. Menet, The Peoples Gas 
Light & Coke Company. A. D. Simpson, 


es 


Jr., United Gas Corp., Houston, will ex. 
pound practical cathodic protection fo, 
gas distribution systems, and M. Anus 
kiewicz, The Brooklyn Union Gas CG, 
will discuss gas conditioning. 

Service trenchers will be discussed by 
R. B. Allen, Michigan Consolidated Ga 
Co., and training and upgrading of 
street department personnel, by H. M 
Dwight, Southern California Gas Co, 
Los Angeles. An informative talk has 
been prepared by John MacLarty, Roch. 
ester Gas & Electric Corp., on “Service 
Training—The Orphan.” 

Final events of the Wednesday gen. 
eral session will be a talk on servicing 


“wrinkles,” by J. J. Gagen, Consolidated) 


Edison Co. of New York, Inc., and 
composite films sponsored by F. J. 
Michigan Consolidated Gas Co., ¢ 
man, Subcommittee on Construction 
Maintenance. 








S.G.A. schedules short course for May 


ORE than 200 engineers and industrialists 

from several states are expected to at- 
tend the fourth annual Short Course in Gas 
Technology sponsored by the Southern Gas 
Association. The course will be held at Texas 
College of Arts and Industries, Kingsville, 
Texas, from May 30 through June 1. 

Dr. Frank H. Dotterweich, director of the 
college’s engineering division, is again chair- 
man of the administrative committee. Work- 
ing with him in planning the course are the 
following: Chester Young, Lone Star Gas 
Co., Dallas, chairman of the utilization sec- 


tion; D. T. MacRoberts, United Gas Pipe 
Line Co., Shreveport, La., chairman of the 
production and transmission section; W. B. 
Wood, Rio Grande Valley Gas Co., Browns- 
ville, Texas; C. A. McKinney, United Gas 
Corp., Houston; R. H. Ulrich, Southern Nat- 
ural Gas Co., Birmingham; W. C. McGee, 
Jr., Tennessee Gas Transmission Co., Hous- 
ton; George Elmer May, New Orleans Public 
Service Inc., New Orleans; R. M. Hutchin- 
son, Houston Natural Gas Corp.; W. H. 
Ligon, Nashville, S. G. A. president; R. R. 
Suttle, Dallas, S. G. A. managing director. 


Southern gas men to convene in Biloxi 


UMEROUS panel discussions with nation- 

ally known authorities participating will 
be a feature of the forty-first annual conven- 
tion of the Southern Gas Association in 
Biloxi, Miss., April 20-22, according to W. 
H. Ligon, president of the association and 
president, Nashville Gas & Heating Co., 
Nashville, Tennessee. Extensive study of the 
latest trends in commercial and consumer use 
of gas fuel will be emphasized. 

R. A. Puryear, Jr., vice-president, Alabama 
Gas Co., Birmingham, has been appointed 
general convention chairman. L. L. Peters, 
American Stove Co., Atlanta, Ga., and J. H. 
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Wimberly, executive vice-president, Houston 
Natural Gas Corp., Houston, Texas, will be 
vice-chairmen. 

Sales sessions will be headed by J. M. 
Lynn, Jr., sales manager, Lone Star Gas Co., 
Dallas; operating sessions by Jeff H. Collins, 
Sr., superintendent of the gas department, 
New Orelans Public Service Inc.; and ac- 
counting sessions will be directed by J. B. 
Cookenboo, Houston Natural Gas Corpora- 
tion. In charge of general sessions will be 
Mr. Ligon and L. L. Baxter, president, Arkan- 
sas Western Gas Co., Fayetteville, Arkansas. 


Texas Mid-Continent 
Oil & Gas meetings 


E Texas Mid-Continent Oil & Gas Asso- 
ciation has announced a three-year schedule 
for its annual meetings with the 1949 session 
set for Houston, Texas, October 13 and 14. 
Headquarters for the meeting will be at the 
Rice Hotel. 

The association’s 1950 meeting will be 
held in Dallas on October 4 and 5, while the 
1951 meeting is scheduled to be held in 
Beaumont. 


Panels will be presided over by the follow- 
ing: home service—Thelma Holmes, Alabama 
Gas Co., Montgomery, and Mary Ellen Lauch- 
lin, Oklahoma Natural Gas Co., Tulsa; adver: 
tising—Alta Evans, Southern Union Gas © 
Dallas; industrial sales—Ross Walker, United 
Gas Corp., New Iberia, La.; residential sales— 
J. D. Haverkamp, New Orleans Public Service 
Inc.; accident prevention—W. V. Smith, Okls- 
homa Natural Gas Co., Tulsa; corrosion— 
C. L. Morgan, United Gas Corp., Houston; 
transmission—Luther Tolbert, Lone Star Gas 
Co., Dallas. 
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¢.A.M.A. meeting to cover vital issues 


HE STATE OF TRADE nationally, what's 

ahead for the rest of 1949, selling in a 
buyers’ market, and other industry issues will 
be appraised at the annual meeting of the 
Gas Appliance Manufacturers Association 
April 5-7 at the Broadmoor Hotel, Colorado 
Springs, Colorado. The 535 manufacturers 
also will discuss major merchandising plans 
and other projects planned by the various di- 
visions of G.A.M.A., according to Frank J. 
Nugent, president of the association. 

One of the highlights of the program will 
te the presentation of meritorious service 
awards to members in recognition of services 
they have rendered to the industry. 

Sessions of G.A.M.A.’s 12 divisions will 
feature as speakers, industry leaders on major 
topics of vital interest to each division. The 
manufacturers are scheduled to meet in the 
main dining room of the Broadmoor each 
day for a combination luncheon and general 
session. Afternoon sessions will be devoted 
to a continuation of divisional meetings, if 


Associated 


organization 
activities 





Gas measurement short 
course announced 


TOTAL of 68 specialized classes covering 

all phases of gas measurement regulation 
and related work will be held during the 1949 
Southwestern Gas Measurement Short Course 
at the University of Oklahoma, April 12-14, 
according to W. H. Woods, chairman of the 
Program Committee. The principal address 
will be delivered by C. T. Chenery, chairman 
of the board, Southern Natural Gas Co., Bir- 
mingham, Alabama. 

W. A. Brewster, chairman of the Exhibits 
Committee, has announced that 30 manufactur- 
ets will sponsor educational exhibits for the 
short course. The committee for the study of 
practical methods, headed by G. E. Greiner, 
will make available for distribution a pam- 
phlet entitled “Condensed Outline of Super- 
compressibility Determination Methods.” 

As chairman of the General Committee, 
C.E. Terrell has stated that prizes ranging 
from five to 25 dollars will be awarded to the 
authors of winning papers on the subject, 
"What I Learned at the Gas Measurement 
Short Course.” 

Proceedings of the 1949 short course will be 
printed in bulletin form. 
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necessary, personal conferences and recrea- 
tional activities. 

Frank C. Smith, vice-chairman, American 
Gas Association General Promotional Plan- 
ning Committee, and president, Houston Nat- 
ural Gas Corp., will address the manufac- 
turers on “Par for the Course” at the opening 
general session luncheon after Mr. Nugent 
delivers the keynote message. 

John A. Robertshaw, chairman of the 
nominating committee and president, Robert- 
shaw-Fulton Controls, Inc., will report on 
the proposed slate of new officers at this 
session. John Van Norden, American Meter 
Co., will present the treasurer's report. Mr. 
Whitelaw will review the association's prog- 
ress during the year and discuss future plans. 

Robert W. Hendee, president, American 
Gas Association and Colorado Interstate Gas 
Co., will be the principal speaker at the 
Tuesday evening dinner session. His topic is 
“We Are All in It.” 

“CP” progress and promotion plans will 


be revealed on Wednesday morning when 
Chairman A. B. Ritzenthaler presides at the 
conference of the executive committee of the 
“CP” manufacturers group. 

“Operation Enterprise’ is the theme of 
the Wednesday luncheon: session. In the eve- 
ning the meritorious awards will be pre- 
sented. 

On Thursday morning, the “Court of 
Flame” gas water heater promotion cam- 
paign will be discussed by Leland M. Feigel, 
chairman of the division, and Stanley C. 
Gorman, sales promotion director of the di- 
vision. 

George H. Richards, legal counsel for 
G.A.M.A., will talk at the Thursday lunch- 
eon session. ‘Broad Aspects of Marketing’’ is 
the subject at the same session of R. T. Kil- 
lian, Bryant Heater Co., chairman of the 
Marketing Committee. Charles G. Warwick, 
Ruud Manufacturing Co., and chairman of 
the Traffic Committee, will speak on “You 
Pay the Freight.” 


Many issues head N.E.G.A. program 


S IXTEEN PRESENTATIONS covering sub- 
jects of broad general interest will be fea- 
tured at the twenty-second annual business con- 
ference of The New England Gas Association 
at the Hotel Statler, Boston, on March 24 and 
25. J. A. Hiller, sales manager, Portland Gas 
Light Co., Portland, Me., and N.E.G.A. sec- 
ond vice president, is chairman of the pro- 
gram committee. 

Thursday morning highlights will include 
election of officers and directors, the annual 
report of Executive Secretary Clark Belden, 
and three feature addresses. Nicholas E. 
Peterson, vice-president, The First National 
Bank of Boston, and editor, New England 
Letter, will speak on business trends and 
outlook. E. G. Twohey, vice-president, 
Worcester County Electric Co., will deliver 
the president’s address, and Robert W. Hen- 
dee, president, American Gas Association and 
Colorado Interstate Gas Co., will speak on 
“We're all in it together.” 

Thursday afternoon speakers will include 
E. P. Noppel, general consultant, Ebasco 
Services Inc., on fuel reserves and trends, 
and E. S. Pettyjohn, director, Institute of Gas 


Technology, Chicago, on the economic im- 
plications of new production processes. 

Another full agenda has been arranged for 
Friday. H. W. Doering, manager, house heat- 
ing and air conditioning department, Spring- 
field Gas Light Co., will discuss selling air 
conditioning in New England, while com- 
petitive merchandising developments will be 
described by C. George Segeler, utilization 
engineer, American Gas Association. 

Community relations is the topic selected 
by J. E. Drew, associate director of public 
relations, Lever Brothers Co., Cambridge. 
Another well-known industry speaker, Wil- 
liam B. Hewson, assistant to president, The 
Brooklyn Union Gas Co., and second vice- 
president, Public Utilities Advertising Associ- 
ation, will talk on 1949 advertising policies. 

On Friday afternoon the principal gas in- 
dustry speaker will be Frank J. Nugent, pres- 
ident, Gas Appliance Manufacturers Associ- 
ation, and sales promotion manager, Bryant 
Heater Co., Cleveland. Labor developments 
and the utilities will be discussed by Dr. 
Leo Wolman, professor of economics at Co- 
lumbia University. 








Program committee discussing plans for 1949 Gas Measurement Short Course: (Left to right) M. D. 
Gilbert, Tulsa; J. W. Sanders, Eldorado, Ark.; E. L. Stark, Dallas; James L. Griffin, Omaha; T. S. 
Whitis, Amarillo; Kate A. Niblack, Oklahoma City; C. E. Terrell, Birmingham, Ala.; W. H. Carson, 
Norman, Okla.; W. A. Brewster, Shreveport, La.; W. H. Woods, Houston; B. F. Worley, Shreveport; 
George E. Greiner, Bartlesville, Okla.; Earl Kightlinger, Shreveport, and Dean Bruce, Tulsa 
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Gas house heating 


(Continued from page 16) 


to the furnace of such an average cus- 
tomer of 320.7 cu. ft. per hour of gas 
having a heating value of 520 B.t.u. per 
cu. ft. (equivalent to a heat input of 166,- 
764 B.t.u. per hour). 

Allowing for losses in the furnace, 
the capacity of the heater for the aver- 
age customer will thus be close to 40 
percent in excess of the calculated ra- 
diation loss. This fact, although of 
little importance in connection with 
the numerical values of production de- 
mands and gas consumption, is of con- 
siderable significance in regard to the 
magnitude of distribution demands re- 
flected by the tests, as well as the as- 
sociated load and coincidence factors. 

Chart 3 shows the seasonal variation 
in the maximum demands, gas con- 
sumption and related factors for the 
average of the group of 80 customers 
tested. The following important fea- 
tures are revealed by these results: 


(1) The magnitude of the monthly 
group maximum production demands 
changes from month to month, seem- 
ingly in accordance with the change in 
monthly degree-days. 

(2) The magnitude of the monthly 
group maximum half-hour distribution 
demand changes from month to month 
too, but not to the same extent as the 
group maximum production demand, 
and the change is also seemingly re- 
lated to the monthly degree-days. 

(3) The monthly consumption ap- 
pears to be very closely related to the 
monthly degree-days. As a matter of 
fact, the monthly and annual consump- 
tion per degree-day are fairly stable 
factors throughout the year, except for 
the months at the beginning and the 
end of a heating season when they de- 
part substantially from those of the 
other months and of the entire year. 
This departure is due primarily to the 
relatively large amount of gas used by 
the pilot in comparison with that used 
by the main burner itself in these 
months, because of the relatively small 
amount of degree-days present. 

(4) The annual production demand 
coincidence factor is 98 percent, indi- 
cating almost a complete lack of di- 
versity for the maximum day require- 
ments of the individual gas house 
heating installation. 

(5) The annual distribution demand 
coincidence factor is about 67 percent, 
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indicating the existence of some di- 
versity in the maximum half-hour re- 
quirements of the individual gas house 
heating installations. But it should be 
noted that the significance of this fac- 
tor must be viewed in the light of many 
conditions contributing to its forma- 
tion. Margins provided in the hourly 
capacity of heaters; the manner in 
which human beings choose to operate 
them, whether at a constant tempera- 
ture setting of the house thermostat 
throughout the entire day or whether 
at one setting during daytime and at a 
lower one at night, and the outdoor 
temperature which exists at the time of 
occurrence of the group maximum dis- 
tribution demand. All these conditions 
and others have a definite bearing upon 
either the magnitude of the customers’ 
non-coincident or on their group maxi- 
mum distribution demands, or on both, 
which in turn influences the magnitude 
of the annual coincidence factor of this 
load. 


Analytical relationships 


Main value of any load research 
project is to secure knowledge which 
would enable one to foresee or predict 
the effects of changing conditions upon 
the physical or economic features of 
the service supplied. With a load such 
as that of gas house heating whose 
characteristics depend so much upon 
climatic conditions, with the outdoor 
temperature as the major controlling 
factor, it is essential to establish cer- 
tain probable relationships between 
load characteristics and this control- 
ling factor. This can be done through 
an analytical study of the test results, 
the most essential feature of such a 
load research project. 

The following charts will illustrate 
the existence of such average relation- 
ships between the more important 
characteristics of the house heating 
load and the outdoor temperature. An 
indication will be made of the signifi- 
cance in their trends and a demonstra- 
tion given of their application in 
comparison with actual test results. 

Chart 4 depicts two such average re- 
lationships, one between daily degree- 
days and the corresponding production 
demands, the second between these de- 
gree-days and the daily group maxi- 
mum half-hour distribution demands. 
These relationships show that the pro- 
duction demands of the house heating 
load increase directly with daily de- 








gree-days (from 65° F base) for sub 
stantially the entire range of outdo 
temperatures. 

The daily group maximum distriby. 
tion demands increase too with th 
degree-days, but the increase is at, 
constantly decelerating rate, so that it 
rate of change for outdoor temper. 
tures above a 35 degree-day is less thay 
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iaa manner similar to those used in de- 
veloping information shown in Chart 
5, except that the daily load curves 
were grouped by mean temperatures of 
each day, in nominal 5° F increments, 
ech multiple of five degrees including 
temperatures of two degrees on either 
side of the nominal group value. The 
joad curves for each of the tempera- 
ture groups thus obtained were aver- 
aged. Groups with nominal tempera- 
tures of multiples of 10° F are shown 
in Figure 1. 

Figure 2 shows daily load curves for 
hypothetical days for the indicated val- 
ues of constant hourly outdoor tem- 

ratures which were synthesized from 
the relationships established in Chart 5. 


Trends reflected 


It is of interest to note that the ac- 
tual curves on a mean daily outdoor 
temperature basis, broadly speaking, 
reflect the fundamental trends depicted 
by the synthetic curves reflecting theo- 
retical conditions of absolutely con- 
stant hourly outdoor temperatures. 

These trends are unmistakable: As 
the daily mean outdoor temperatures 
decrease, the entire load curve rises, 
retaining its general shape but with a 
progressively increasing daily load fac- 
tor, down to a temperature of around 
30° F. 

Below that temperature it continues 
to rise with a further decrease in tem- 
perature, but its relative rise around the 
peak period is not as rapid as else- 
where in the day. Thus its shape 
changes materially from that obtained 
below an average temperature of 30° 
F. This results in an acceleration of 
the progressive increase in the daily 
load factor. It may be theorized that at 
some very low temperature, the daily 
load factor may become one hundred 
percent. 

Chart 7 shows two sets of daily load 
curves for two significant days of the 
test period, depicting a comparison be- 
tween the actual load curves obtained 
from the tests and the derived curves, 
synthesized through the application of 
the distribution demand versus out- 
door temperature relationships shown 
in Chart 5, to the actual hourly tem- 
peratures recorded for these days. It 
will be noted that, by and large, the 
detived curves fit the actual curves well 
over the entire day, especially during 
its significant periods. 


ISSUE OF MARCH, 1949 


The information presented in this 
paper of necessity depicts the results of 
load research on the characteristics of 
the gas house heating load for one util- 
ity, operating in a suburban territory of 
a metropolitan area of this country. It 
is hoped that other gas companies 
throughout the country will undertake 
similar research projects. 

Results of sampling tests acquire the 
greatest significance, reliability and 
practical value to individual systems 
and the industry at large, through a 
comparison and correlation of the re- 
sults of many individual research ac- 
tivities. 

Authentic knowledge of customers’ 
load characteristics, and of their be- 
havior under varying conditions which 
control them, is essential for an intelli- 
gent administration of engineering, 
operating, pricing and managerial pol- 
icies of gas service supply. Such 
knowledge is fundamental to the con- 
tinued progress and well-being of the 
gas industry. 





Gas HousE HEATING 
CENTRAL FURNACE SYSTEMS 
(PHYSICAL CHARACTERISTICS FOR THE 
AVERAGE) OF A GROUP OF 80 CUSTOMERS 
TESTED DURING THE 1946-47 HEATING 
SEASON 





Volume of heated area—cu. ft. .... 14,853 


Radiation losses by standard ASHVE 
formula for 70° F differential— 
B.t.u. per hour 


Measured input to furnace (includ- 
ing pilot) 
Cu. ft. per hour 
B.t.u. per hour 


Measured input to pilot 
Cu. ft. per hour 
B.t.u. per hour 


Type of houses—in percent of total 
Row house 
Semi-detached house 
Detached house 


General size of house—in percent of 
total 


Number of rooms in dwelling unit 
(including bath) 


Type of heating system—in percent 
of total 
Warm air 
Hot water 


Normal setting of thermostat—°F 


Thermostat operation—in percent of 
total 
Manual 
Automatic 





1949 
MARCH 


14-15 °A. G. A. Eastern Natural Gas Re- 
gional Sales Conference, Residential 
Gas Section, William Penn Hotel, 
Pittsburgh, Pa. 

17-18 *Oklahoma Utilities Association an- 
nual convention, Hotel Tulsa, Tulsa, 
Okla. 

24-25 *New England Gas Association, an- 
nual meeting, Hotel Statler, Boston, 
Mass. 

28-30 °A. G. A. Mid-West Regional Sales 
Conference, Residential Gas Section, 
Edgewater Beach Hotel, Chicago, III. 

March 31-April 1 *A. G. A. Conference 
on Domestic Research and Utiliza- 
tion, Hotel Statler, Cleveland, Ohio 


APRIL 


4-6 °A. G. A. Distribution, Motor Vehi- 
cle and Corrosion Conference, Neth- 
erland Plaza Hotel, Cincinnati, 
Ohio 

5-7 °A. G. A. Sales Conference on In- 
dustrial and Commercial Gas, An- 
drew Jackson Hotel, Nashville, Tenn. 
°G. A. M. A. annual meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 
Gas Meters Association of Florida- 
Georgia Annual Meeting, Ponce de 
Leon Hotel, St. Augustine, Fla. 
eA. G. A.-E. E. I. Spring Accounting 
Conference Hotel Book-Cadillac, 
Detroit, Mich. 

Mid-West Gas Association, forty- 
fourth annual convention, Hotel Fort 
Des Moines, Des Moines, Iowa 
Southwestern Gas Measurement 
Short Course, College of Engineer- 
ing, University of Oklahoma, Nor- 
man, Okla. 

Southern Gas Association, Home 
Service Workshop, Biloxi, Miss. 
Southern Gas Association, annual 
convention, Buena Vista Hotel, Bi- 
loxi, Miss. 

The Maryland Utilities Association, 
annual meeting, Lord Baltimore Ho- 
tel, Baltimore, Md. 

*Indiana Gas Association, annual 
convention, French Lick Springs 
Hotel, French Lick, Ind. 


MAY 


9-10 *A. G. A. Natural Gas Depart- 
ment Spring Meeting, French Lick 
Springs Hotel, French Lick, Ind. 

9-13 *A. G. A. Industrial Gas School, 
Hotel Severin, Indianapolis, Ind. 

17-19 Pennsylvania Gas Association, an- 
nual convention, Galen Hall, Wer- 
nersville, Pa. 

23-25 °A. G. A. Production and Chemical 
Conference, Hotel New Yorker, 
New York, N. Y. 





Personnel service 





SERVICES OFFERED 


Eastern Sales Executive—With 20 years of out- 
standing results selling utilities, wants con- 
nection representative manufacturer of equip- 
ment for production, distribution or utiliza- 
tion of gas. Top references. 1600. 


Tax Accountant—15 years extensive experience 
in tax problems. Past five years exclusively 
with natural gas and oil pee am | at vy | level 
in setting tax procedures and policies. Ability 
to work with personnel at all levels to produce 
efficient results. Location unimportant but de- 
sire southwest. Married. (38). 1601. 


Controller, Treasurer, Accounting and Financial 
Executive—Last four years Secretary-Con- 
troller Head Finance Division $80,000,000 util- 
ity. Previously eighteen years large utility 
system from Accountant to Assistant Con- 
troller of holding company. Relations with 
present employer excellent. Present salary 
$11,000. Graduate St. Lawrence University. 
Major economics. 1602. 


Selling to dealers and gas companies, with head- 
quarters in Cincinnati representing high grade 
gas range lines or, sales manager in Cincin- 
nati district with Al rated bottled gas com- 
pany. 1603. 


Salesman—Seeking position as Manufacturer’s 
representative for gas ranges, space heaters 
and sundry equipment. Twenty years experi- 
ence in wholesale and retail selling. Prefer 
lower New England, New York and Long Is- 
land territory on salary and commission basis. 
Can furnish own car; references. 1 


Sales Manager—Gradudte engineer, over 20 years 


in sales promotion of house heating and com- 
mercial gas appliances. Including servicing as 
well as selling for appliance manufacturers 
and utilities. 1 


Sales Representative—7 years experience selling 
and specifying major gas appliances wholesale 
and retail gas heat, water heat, etc. Sold 
Utility companies and trade. Vicinity New 
York City. Married. References available 1607. 


Would be interested in an interview with manu- 
facturer to represent them in the metropolitan 
area of New York, on house heating, indus- 
trial or domestic. 1608. 


Manager-Engineer—Extensive training and ex- 
perience in all phases of manufactured gas 
operations—management, production, distribu- 
tion, service, sales, rates, labor relations, etc. 
Also experience in natural gas and propane- 
air gas. . 





CONFIDENTIAL SERVICE 


A confidential service available to mem- 
bers, wherebv those seeking men and those 
seeking positions may be brought together. 
In addition to the advertisements which 
appear in these columns, information filed 
on the regular confidential qualification 
form will be utilized for the benefit of 
companies seeking the services of execu- 
tives, engineers, operators, salesmen and 


others. 
A.G.K. 











POSITIONS OPEN 


Experienced Corrosion Engineer for electroly,, 
and corrosion mitigation work with large qj 
dlewest Gas Company. Please write ful] , 


tails. 0545. 


Assistant Superintendent—Production—Eagt,, 
Utility 22,000 M cubic feet water gas phy 
To handle plant operation, maintenance gj 
construction. Should be graduate engineer gy 
experienced in heavy oil operation. $7,500 ps 
year to start. Rapid advancement and TeSpor| 
sibility assured. Five years or more gas woh 
experience essential and under 45 years «| 
Give qualifications in detail and age. 


Home Service Directors—For employment wi 
leading Liquefied Petroleum Gas marketiss 
company with district offices in Indiana, jj 
linois, Kentucky, Ohio, Michigan, Penngy, 
vania, New York, New Jersey, and Marylay, 
requires 16 experienced home service directo 
age 25 to 40 years. Choice of location. Aco, 
pany reply with photograph and full qualif, 
tions. Our employees know of this offer. 


Young technical graduate (not over thirty) wig 
some experience in water gas production 2 
distribution. Splendid opportunity assisting, 
supervision of production, distribution, a 
industrial gas applications. Location, Souths 
New England. Replies confidential. State « 
perience, education and personal data. 04 


Arizona public utility seeks experienced gas 
gineer with executive ability for distributig 
system design, load forecasting and associat) 
subjects. Permanent position and excellent 
portunity. Give details. 0550. 





Laboratories push 


(Continued from page 22) 


and Russell R. Rausch. Mr. Kane and Mr. 
Anthony are graduate chemical engineers 
of Case Institute of Technology and Uni- 
versity of Oklahoma respectively. As a 
team this group is making surveys of the 
industry's projected research needs in the 
fields of ignition, combustion and re- 
moval of combustion products. 

Current industrial and commercial 
gas research projects are being handled 
by Louis V. Cachat, Karl L. Badger and 
Earl A. McGee. Mr. Cachat of John 
Carroll University, and Mr. Badger of 
Fenn College, are chemical engineer- 
ing graduates. Mr. McGee holds a B.S. 
degree in physics from Baldwin-Wal- 
lace College. These three men are in- 
vestigating the application of power 
burners to commercial cooking equip- 
ment and the application of small gas 
glow tubes to industrial furnaces. They 
also are conducting a review of design 
factors influencing commercial gas 
counter appliances. 

Receptionist and stenographer for 
the research department is Marguerite 
E. Heilbronn. Edwin L. Hall, Labora- 


tories director, and K. R. Knapp, as- 
sistant director, supervise the over-all 
phases of Laboratories research. 

A. G. A. utilization research is re- 
garded as “profit research.” All proj- 
ects are carefully evaluated as to antic- 
ipated benefits to the industry, time- 
liness and other factors, by the two 
sponsoring committees that “screen” 
each new proposal. These are the Com- 


mittee on Domestic Gas Research, R.| 
Rutherford, Worcester Gas Light Co. 
Worcester, Mass., chairman, and th 
Committee on Industrial and Comme. 
cial Gas Research, Lester T. Potte, 
Lone Star Gas Co., Dallas, chairma 
Technical advisory groups assist in pre 
liminary technical studies and in 
viewing material and reports as th 
projects progress. 


Orifice meter project initiated 


Beasts to the gas industry through 
improved accuracy of orifice meters 
are anticipated as the result of a new 
project approved by the PAR Committee 
of the American Gas Association. The 
work is designed to develop further in- 
formation on the installation require- 
ments of orifice meters with particular 
attention to the effects on measurement 
of plug valves, globe valves, elbows be- 
tween valve and orifice, size of pipe in 
orifice meter runs and pipe roughness. 

Entitled, “Investigation of Installa- 
tion Requirements of Orifice Meters,” 
the new project is sponsored by the 
Technical and Research Committee of 


the A. G. A. Natural Gas Departmet 
E. F. Schmidt, Lone Star Gas Co., Di 
las, chairman. Work will be done by th 
joint A. G. A.—A. S. M. E. Committe 
on Orifice Meters. Three test location 
have been selected: the naval boiler a 
turbine laboratory at the Philadelphi 
Navy Yard; the Rockville, Md. measur 
ment station of Virginia Gas Transm 
sion Corp., and the hydraulics labow 
tory, National Bureau of Standani 
Washington, D. C. 

During the first year, approximate) 
$8,000 will be expended on the projet 
which is the ninth natural gas reseatt 
study approved by the PAR Committee 
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ERNEST R. ACKER... .Poughkeepsie, N. Y. 
FRANK H. ADAMS Toledo, Ohio 
EVERETT J. BOOTHBY. ..Washington, D. C. 
FLOYD C. BROWN Chicago, Ill. 
JAMES A. BROWN Jackson, Mich. 
W. M. CHAMBERLAIN.Grand Rapids, Mich. 
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LESTER J. ECK Minneapolis, Minn. 
E. F. EMBREE 

KARL EMMERLING 
RALPH L. FLETCHER 


New Haven, Conn. 
Cleveland, Ohio 
Providence, R. I. 


< Advisory Council > 


C. $. GOLDSMITH 
H. E. HANDLEY 
R. H. HARGROVE 
LYLE C. HARVEY 


Brooklyn, N. Y. 
Jackson, Mich. 
Shreveport, La. 
Cleveland, Ohio 
Providence, R. |. 
Cleveland, Ohio 
Albany, N. Y. 
Detroit, Mich. 

Los Angeles, Calif. 
Washington, D. C. 
Brooklyn, N. Y. 
Boston, Mass. 


H. N. MALLON 
NORTON McKEAN 
R. L. O’BRIEN 

D. P. O’KEEFE 
LEON OURUSOFF 
C. E. PAIGE 

J. J. QUINN 


J FRENCH ROBINSON... .Cleveland, Ohio 
W. F. ROCKWELL Pittsburgh, Pa. 

Rochester, N. Y. 
LOUIS RUTHENBURG Evansville, Ind. 
D. B. STOKES Burlington, N. J. 
T. J. STRICKLER Kansas City, Mo. 
HARRY A. SUTTON Newark, N. J. 
CHARLES A. TATTERSALL. . . Syracuse, N. Y. 
J. H. WARDEN New York, N. Y. 
L. V. WATKINS New York, N. Y. 


JOHN A. WILLIAMS Syracuse, N. Y. 


< Associated Organizations > 


GAS APPLIANCE 

MANUFACTURERS ASSOCIATION 

Pres.—Frank J. Nugent, Bryant Heater Co., 
Cleveland, Ohio. 

Man. Dir.—H. Leigh Whitelaw, 60 East 42nd 
St., New York, N. Y. 


CANADIAN GAS ASSOCIATION 

Pres.—Alexander MacKenzie, General Steel 
Wares, Ltd., Toronto, Ontario. 

Exec. Sec.-Tr.—George W. Allen, 7 Astley 
Ave., Toronto. 


GAS METERS ASSOCIATION 

OF FLORIDA-GEORGIA 

Pres.—Clifford J. Noda, St. Augustine Gas 
Co., St. Augustine, Fla. 

Sec.-Tr.—J. W. Owen, Central Florida Gas 
Corp., Winter Haven, Fla. 


ILLINOIS PUBLIC UTILITIES 

ASSOCIATION 

Pres.—C. W. Organ, Central Illinois Light 
Co., Springfield, Ill. 

Sec.-Tr.—T. A. Schlink, Central Illinois Light 
Co., Springfield, III. 


INDIANA GAS ASSOCIATION 

Pres.—Louis B. Schiesz, Indiana Gas & Water 
Co., Inc., Indianapolis, Ind. 

Sec.-Tr.—Clarence W. Goris, Northern Indi- 
ana Public Service Co., Gary, Ind. 


MARYLAND UTILITIES ASSOCIATION 

Pres.—Adrian Hughes, Baltimore Transit Co., 
Baltimore, Md. 

Sec.—Raymond C. Brehaut, Washington Gas 
Light Co., Washington, D. C. 


MICHIGAN GAS ASSOCIATION 


Pres.—T. W. Weigele, Michigan Consolidated 
Gas Co., Detroit, Mich. 

Sec.-Tr.—A. G. Schroeder, Michigan Con- 
solidated Gas Co., Grand Rapids, Mich. 


MID-SOUTHEASTERN GAS 
ASSOCIATION 


Pres.—E. P. Game, Roancke Gas Co., Ro- 
anoke, Va. 

Sec.-Tr.—Edward W. Ruggles, North Caro- 
lina State College, Raleigh, N. C. 


MID-WEST GAS ASSOCIATION 

Pres.—Arnold C. Rathkey, lowa Public Serv- 
ice Co., Waterloo, lowa. 

Sec.-Tr.—Harold E. Peckham, Northern States 
Power Co., St. Paul, Minn. 


MISSOURI ASSOCIATION 

OF PUBLIC UTILITIES 

Pres.—J. W. McAfee, St. Louis, Mo. 

Gen. Counsel—Wm. H. Allen, 101 W. High 
Street, Jefferson City, Mo. 


NATURAL GAS AND PETROLEUM 

ASSOCIATION OF CANADA 

Pres.—S. A. Morse, Union Gas Co. of Can- 
ada, Ltd., Chatham, Ont. 

Sec.—Joseph McKee, United Gas and Fuel 
Co. of Hamilton, Ltd., Hamilton, Ont. 


NEW ENGLAND GAS ASSOCIATION 

Pres.—Edward G. Twohey, Worcester County 
Electric Co., Webster, Mass. 

Exec.-Sec.—Clark Belden, 41 Mt. Vernon St., 
Boston, Mass. 


NEW JERSEY GAS ASSOCIATION 

Pres.—Howard H. Melvin, Cumberland Gas 
Co., Millville, N. J. 

Sec.-Tr.—Elmer A. Smith, Public Service Elec- 
tric and Gas Co., Newark, N. J. 


OKLAHOMA UTILITIES ASSOCIATION 

Pres.—Malcolm Morrisson, Oklahoma Gas 
and Electric Co., Oklahoma City, Okla. 

Sec.—Kate A. Niblack, 625 Biltmore Hotel, 
Oklahoma City, Okla. 


PACIFIC COAST GAS ASSOCIATION 

Pres.—A. F. Bridge, Southern Counties Gas 
Co., Los Angeles, Calif. . 

Man. Dir—Clifford Johnstone, 447 Sutter St., 
San Francisco, Calif. 


PENNSYLVANIA GAS ASSOCIATION 


Pres.—B. V. Pfeiffer, The United Gas Im- 
provement Co., Philadelphia, P.. 
Sec.—William Naile, Lebanon Valley Gas 

Co., Lebanon, Pa. 


PENNSYLVANIA NATURAL GAS 

MEN’‘S ASSOCIATION 

Pres.—Dorr P. Hartson, Equitable Gas Co., 
Pittsburgh, Pa. 

Exec. Sec.—Mark Shields, 2619 Grant Bldg., 
Pittsburgh, Pa. 


SOUTHERN GAS ASSOCIATION 

Pres.—W. H. Ligon, Nashville Gas & Heat- 
ing Co., Nashville, Tenn. 

Man. Dir.—Robert R. Suttle, 1230 Mercan- 
tile Bank Building, Dallas, Texas. 


WISCONSIN UTILITIES ASSOCIATION 

Pres.—W. E. Schubert, Wisconsin Michigan 
Power Co., Appleton, Wisc. 

Exec.-Sec.—A. F. Herwig, 135 West Wells 
St., Milwaukee, Wisc. 











American Gas Association 


HEADQUARTERS, 420 LEXINGTON AVE., NEW YORK 17, N. Y. 


A. G. A. TESTING LABORATORIES * 1032 East 62nd Street, Cleveland 3, Ohio * 1425 Grande Vista Avenue, Los 


a Officers > 


President 

First Vice-President 
Second Vice-President 
Treasurer 


Pasta TAGE ooo 6 ct sec vctenccessiceccece V. T. MILES 
H. CARL WOLF 


Managing Director 
Secretary 


N. Y. 
Texas 
Mineola, N. Y. 


Mineola, N. Y. 
New York, N. Y. 
N. Y. 


< Department Chairmen > 


Manufactured Gas Department 


HUGH H. CUTHRELL 
Natural Gas Department ..........-ceeeeeees D. A. HULCY 


Brooklyn, 
Dallas, 


<@ Section Vice-Presidents and Chairmen > 


Pemeine: TONOR 6 asic ccccevsreerecieeess L. E. REYNOLDS 
W. M. JACOBS 
Industrial & Commercial Gas Section.......... B. T. FRANCK 
WILLIAM F. McCONNOR 
Publicity & Advertising Committee............ R. G. BARNETT 
W. R. FRASER 


Residential Gas Section 
Manufacturers’ Section 


Technical Section 
Testing Laboratories 


Hartford, Conn. 
Los Angeles, Calif. 
Milwaukee, Wisc. 

Pittsburgh, Pa. 
Portland, Ore. 
Mich. 
Los Angeles, Calif. 


Detroit, 


<4 Directors > 


F. M. BANKS 

WALTER C. BECKJORD 
A, M. BEEBEE 

N. B. BERTOLETTE 
EDWARD G. BOYER 
H. R. CCOK, JR 

E. H. EACKER 

HENRY FINK 

J. N. GREENE 

OLIVER S. HAGERMAN 
JOHN L. HALEY 

D. P. HARTSON 

F. A. LYDECKER 
GEORGE F. MITCHELL 
JAMES S. MOULTON 


Los Angeles, Calif. 
Cincinnati, Ohio 
Rochester, N. Y. 
Hartford, Conn. 
Philadelphia, Pa. 

Baltimore, Md. 
Boston, Mass. 
Detroit, Mich. 
Birmingham, Ala. 

Charleston, W. Va. 

Syracuse, N. Y. 

Pittsburgh, Pa. 
Newark, N. J. 
Chicago, Ill. 

San Francisco, Calif. 


E. P. NOPPEL 

ROBERT W. OTTO 

JOHN C. PARKER 
HUDSON W. REED 
ARTHUR B. RITZENTHALER 
JOHN A. ROBERTSHAW 
W. H. RUDOLPH 

LOUIS B, SCHIESZ 
FRANK C. SMITH 


New York, N., Y. 
St. Louis, Mo. 
New York, N. Y. 
Philadelphia, Pa. 
Mansfield, Ohio 
Greensburg, Pa. 
Newark, N. J. 
Indianapolis, Ind. 
Houston, Texas 
Tampa, Fla. 
Reading, Pa. 
Toronto, Ont. 
New York, N. Y. 
Minneapolis, Minn. 


JOHN VAN NORDEN 
HARRY K. WRENCH 


C. H. ZACHRY Dallas, Texas 


4 Association Staff > 


H. CARL WOLF 
JOHN W. WEST, JR. 


Managing Director 
Assistant Managing Director 


Assistant Managing Director and 
Director, Natural Gas Dept...GEORGE H. SMITH 


Secretary and Convention Manager. KURWIN R. BOYES 


Secretary, Manufactured Gas Dept. 


and Technical Section A. GORDON KING 


Controller O. W. BREWER 


Director 
Bureau of Statistics OTTO E. ZWANZIG 


Secretary, Accounting Section.. THOMAS J. SHANLEY 


Secretary, Industrial and 
Commercial Gas Section. ...MAHLON A. COMBS 


Secretary, Residential Gas Section. ..F. W. WILLIAMS 
JESSIE McQUEEN 
H. VINTON POTTER 


Home Service Counsellor 
Coordinator, Promotion 


Secretary, New Freedom Gas Kitchen Program 
NORVAL D. JENNINGS 
Director, Advertising CHARLES W. PERSON 
Director, Publicity GEORGE A. McDONALD 

Director, Testing Laboratories (Cleveland, Ohio) 
EDWIN L. HALL 

Supervisor, Pacific Coast Branch Laboratories 

(Los Angeles, Calif.)......ce00 W. H. VOGAN 


Coordinator, Utilization 
Research EUGENE D. MILENER 

Consultant, Research DR. N. K. CHANEY 

Coordinator, Gas Production Research 

THOMAS LEE ROBEY 

C. GEORGE SEGELER 
JAMES M. BEALL 


FRANCES GIBBONS 


Utilization Engineer 
Manager, Publications 
Secretary, Information 


PRINTED IN U. 8. A. 





Angeles, Calif. 


